a 
-o~ c-" 


A ferry Christmas 
And Good Wishes for All 
In Your House 
All the 


New Year 
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“Let me show you 


HOW TO KEEP STRANGERS 
OUT OF YOUR BUSINESS” 


ITH his new business insurance sales kit, The Lincoln National 

Life man can show members of partnerships and close corpora- 
tions how to keep strangers out of their businesses. He can present busi- 
ness insurance simply, professionally, and authoritatively. His kit in- 
cludes a Direct Mail plan, business insurance briefs, and specimen 
agreements for partnerships and close corporations. The kit is complete, 
easy to understand and easy to use. 


This well-planned business insurance kit provides another reason 
why the LNL man says, “I am glad I linked up with the Lincoln.” 


THE LINCOLN NATIONAL 
LIFE INSURANCE COMPANY 


FORT WAYNE, INDIANA 
ITS NAME INDICATES ITS CHARACTER 











THE NATIONAL UNDERWRITER Life Insurance Edition. Published weekly by The National Underwriter Com- 
pany. Office of publication, 175 W. Jackson Blvd., Chicago, Ill. Forty-first year. No. 51. Friday, December 47; 
1937. $3.00 per year, 15 cents per copy. Entered as second class matter, June 9, 1900, at the post office at 
Chicago, Ill., under act of March 8, 1879. 
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Savings Bank Plan 
Promotion Stirs 
Up Massachusetts 





Radio Broadcasts Attack 
Agents and Companies Seek 
to Curb Efforts 





BOSTON.—‘“Savings bank life insur- 
ance is conducting a vicious, illegal and 
unwarranted attack against those en- 
gaged in the life insurance business in 
Massachusetts and instead of an admin- 
istrative branch as intended and agreed 
to, and alleged in pamphlets promul- 
gated and signed by the deputy commis- 
sioner, we find it a selling organization 
making use of all the prestige of the 
commonwealth and dedicating itself to 
the task, by innuendoes and direct state- 
ments of the destruction of the business 
of those persons and institutions that 
this department believes to be its com- 
petitors, the insurance companies and 
agents domiciled and operating in the 
commonwealth”’—so says the preamble 
of an appeal from the Massachusetts 
State Association of Life Underwriters 
which is seeking support of the Massa- 
chusetts legislature to have the depart- 
ment of savings bank life insurance 
compelled to act as an administrative 
department rather than a department of 
sales competition from the state house. 


Controversy Aroused 


Controversy over the setup and prac- 
tices of Massachusetts’ savings bank in- 
surance has swelled and subsided inter- 
mittently ever since its inception in 1907, 
but never before has indignation been so 
intense as recently. 

Judd Dewey, deputy savings bank in- 
surance commissioner, has been spon- 
soring a series of promotional radio 
broadcasts. 

“Whenever a life insurance agent in 
Massachusetts advises a (so-called) 
client to buy life insurance in the agent’s 
company, he does it knowing that the 
client could buy the same protection at 
substantially less cost in the savings 
banks under a,policy at least equally as 
good,” said one broadcast. “The price 
paid for life insurance in the companies 
is far in excess of the necessary cost 
(It is necessary for agents to avoid that 
subject).” 


Insurance Counsellor Hit 


Hitting at life insurance counsellors, 
one broadcast said: “I know of no con- 
dition of society in which it has been 
thought proper for one to act as coun- 
sellor in a matter involving his own in- 
terests. No man can serve two masters 
and the possibilities for evil in depart- 
ing from it are not lessened by the fact 
-— sone of the second masters is him- 
self.’ 

The following illustrate various angles 
taken by the broadcasts aimed at de- 
stroying the agency system and public 
regard and confidence in the old estab- 
lished life insurance companies: 

“The expense ratio in savings bank 





Renamed Life Insurance 


Week Set for May 9-14 





NEW YOR K—Rechristened, di- 
vorced from sales promotion ties, and 
with emphasis laid solely on the educa- 
tion angle, the period heretofore known 
as life insurance week is scheduled for 
May 9-14. It will be called “The An- 
nual Message of Life Insurance to the 
Public,” or more briefly, “The Annual 
Message of Life Insurance.” The Life 
Agency Officers Association committee 
on life insurance week will be known as 
The National Committee for Life In- 
surance Education. The New York 
City advertising agency of Young & 
Rubicam is handling the publicity and 
advertising, with Albert Tilt again in 
charge. 

The national essay contest which was 


1 so successful a feature of life insurance 


week this year will be conducted on an 
even broader scale in 1938. There has 
for some time been a feeling among life 
insurance leaders that the “week” idea 
has come to be so badly overworked 


that the term “Life Insurance Week” 
is not so consonant with the dignity of 
life insurance as it might be. Then, too, 
these national weeks are largely sales 
promotion propositions. While of course 
one of the objects of a life insurance 
week, by whatever name called, is to 
promote the sale of life insurance, it is 
now recognized that the eventual value 
of the campaign is much greater if the 
period is a bona fide educational effort 
and not a signal for every life insur- 
ance man in the land to descend on the 
bewildered prospects. It is felt that the 
revised plan eliminates these objections. 

The essay contest which will conclude 
in May, will start right away. It will 
be handled differently this year. It will 
be sponsored jointly with the “Scholas- 
tic’ magazine which has a 200,000 cir- 
culation among schools. The national 
awards will total $1,450 and local and 
state associations are asked to give addi- 
tional prizes. 








life insurance is about one third of the 
average of the companies. Of course 
it costs less. There is no. mystery about 
it—money used for expense is gone—it 
can’t be used later to pay death claims 
or dividends or set aside as reserves or 
surplus. 


Hits Idea of Commissions 


“When you buy life insurance from an 
agent on commission you pay him for 
selling you and for his time in calling 
on a lot of people he didn’t sell. Many 
life agents complain about people buying 
savings bank life insurance on which 
they pay no agents’ commissions. These 
gentlemen seem to think—that they 
have a vested right in commissions— 
that the insurance buying public owes 
them a living and ought to be willing 
to pay a price for life insurance which 
will include a commission to the agents. 
When someone in the life insurance 
business puts that up to you why don’t 
you offer to make him a present of $20, 
or whatever his commission would be, 
and then buy your insurance in the sav- 
ings bank—and save money on the fu- 
ture payments anyway?” 


Two Main Projects 


Opponents of savings bank life insur- 
ance in Massachusetts are now concen- 
trating on two main projects and some 
assurance of definite progress is in sight. 
The demand now made is that the head- 
quarters of savings bank life insurance 
be removed from the state house and 
that the deputy commissioner of life in- 
surance, and his department confine 
themselves to administrative duties, leav- 
ing the selling of the policies to the sav- 
ings banks. 

A recent report of a study of depart- 
ment rules and regulations by a recess 
commission of the state legislature has 
made such a recommendation. 

Twenty-four banks in Massachusetts 
now are joined in the plan, out of some 
193 banks in the state. Nearly 100 more 
banks act as collection agencies. Each 
member bank may issue policies of 








$1000 on an individual, but an individual 
may take out $24,000 by applying to all 
the banks. 

The plan was liberally subsidized by 
the state appropriations up to 1934. 
Offices are in the state house and the 
department is allowed to use the state 
seal. Operating through savings banks 
taxes are based on the principle of bank- 
ing rather than insurance, to great finan- 
cial advantage; acquisition costs are af- 
fected by state officials contributing all 
actuarial expense and medical costs and 
by state paid, civil service, “educators” 
who are given special privileges in in- 
dustrial plants and institutions as virtual 
solicitors. 

Banks handling the plan, it is main- 
tained, absorb most of the costs in their 
banking departments. The insurance de- 
partment of one bank, for example, re- 
ported only $12 in salaries yet occupied 
an entire floor in a separate building in 
downtown Boston and employed nine or 
ten full time clerks. Moreover, insur- 
ance departments of the banks seem 
to be more profitable than the sav- 
ings departments, notwithstanding the 
state law says the same investment pol- 
icy must apply to the funds of both. 
While depositors are getting but 2% per- 
cent on their deposits, policyholders in 
the same bank are allowed dividends 
based on a 5 to 5% percent interest 
rate. 


Dividends Nearly $7,000,000 


Of the total dividends paid out by the 
savings bank system of insurance, since 
inception, amounting to nearly $7,000,- 
000, it has been carefully estimated that 
direct grants, tax exemptions and free 
services account for 22 percent. 

The total writings of the system rep- 
resent only 2 percent of life insurance 
in force in the state, and the average 
policy being for $910 puts it far outside 
the industrial policy limits. 

Commissioner Cummings of Rhode 
Island, who made a study of the plan, 
said: 

(CONTINUED ON PAGE 22) 





Agency System Is 
Best Medium for 
Life Insurance 


Manager Hull of National 
Association of Life Under- 
writers Tells Boston Group 





BOSTON—Experiments made here 
and there to do a life insurance business 
without agents, some having govern- 
mental backing, all are operating among 
a public made life insurance conscious 
by the activities of old line life compa- 
nies and their agents, hence the record 
tells nothing of what the result would 
be if the experiments were tried in com- 
munities where there were no life agents, 
R. B. Hull, managing director National 
Association of Life Underwriters, said 
in a talk at the annual meeting of the 
Boston Life Underwriters Association. 

“The life insurance needs of America 
will never be met through sales over the 
counter like sugar and flour,” he said. 
“They cannot be serviced through a 
clerk. Those who scoff at the life insur- 
ance agent on the ground that his mind 
is centered on the completion of the sale 
are attempting to tear down the system 
which has constructively built up $110,- 
000,000,000 of protection. 


Illustration of Dangers 


“T have seen this statement made on 
behalf of an institution which purports 
to supply life insurance without any 
selling organization, ‘We have no sales- 
man on commission and we would just 
as soon sell you straight life at $12 a 
year as a 15-year endowment at $60.’ 
That’s the black tragedy of it all. They’d 
just as soon sell one kind as another. 
The clerk behind the counter, un- 
schooled in life insurance, cannot apply 
the proper form of contract to the needs - 
of the buyer, to his responsibilities in 
life, to meet his hopes, his fears, his ob- 
ligations, his ambitions. 

“Criticism of legal reserve life insur- 
ance as it has been practiced for over 
100 years questions the judgment of 64,- 
000,000 citizens and condemns the in- 
surance departments of 48 states which 
regulate the entire system of life insur- 
ance distribution.” 


Inadequate for Needs 


Mr. Hull said that if the placing of 
life insurance were left to some over the 
counter method, “the amount of insur- 
ance that would be maintained in force 
under such conditions would be utterly 
inadequate to meet the needs of the com- 
munity; and the saving that might be 
realized in the unit cost of the reduced 
volume of insurance would be offset 
many times by the tragic loss of protec- 
tion suffered by countless widows and 
children. Moreover, what insurance was 
in force would, in a large proportion of 
the cases, be improperly adjusted to the 
needs of the policyholder and his fam- 


y. 
Mr. Hull therefore concluded the life 
(CONTINUED ON PAGE 23) 
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Big Pension 


Trust Case 


Three “Millionaires” of Lustgarten Agency, Chicago, Close $1,100,- 
000 Deal—Louis Behr Outlines Sound Principles for Such Plans 





A pension trust plan involving $1,100,- 
000 of annual premium retirement annui- 
ties, with a premium of $46,000 yearly, 
on the lives of 37 employes of a Chicago 
business corporation, has been closed by 
four members of the Samuel Lustgarten 
agency, Equpitable Society at Chicago. 
Three of those who worked on the case 
were millionaire producers—Louis Behr, 
the Equitable Society’s leading agent 
last year and originator of the Behr 
prospecting and programming methods 
published by the Diamond Life Bulle- 
tins; Harry Steiner and I. S. Stein. Mr. 
Behr is assistant manager of the Lust- 
garten agency as also is Ralph Gross- 
berg, who made the original contact 
with the risk. 5 

About two months were required to 
prepare and place the plan in operation. 


Behr Outlines Principles 


Valuable observations on precautions 
to take in handling pension trust plans 
were made this week by ‘Mr. Behr. 

“A business corporation should not go 
into a pension trust plan with the 
thought primarily of saving taxes,” he 
commented. “There should be also a 
definite classification created, including 
a liberal number of employes based on 
the total employes in the corporation. 
Every employe, including executives, 
should be treated the same so far as 
retirement age as well as percentage of 
salary he is to receive at retirement age, 
are concerned. 

“There should be employed a very 
competent attorney to write the trust 
agreement so it fits the corporation for 
which it is being executed, as each cor- 
poration presents different problems and 
must be handled expertly by an attorney 
who knows the law. 


Suggests Salary Basis 


“T would in no way include officers 
only in the pension trust plan, nor limit 
those eligible for the plan to people 
earning high salaries. I would at least 
include people earning $3,000 and over 
on the basis the social security plan pro- 
vides for—the federal benefits being 
based on salary up to $3,000 annually. 

“The trust fund setup should be di- 
vorced from the corporation so it would 
either accrue to the benefit of the annui- 
tant in case he leaves employment or is 
discharged, or reaches retirement age, 
or for the benefit of his family in case 
he passes away. 

“Definitely there must be a certain 
amount of paternalism on the part of 
stockholders in the closed corporation in 
any pension plan setup. Of course there 
are definite tax advantages, but no plan 
should be sold where obviously there is 
a tax subterfuge. No plan should be 
sold where the inactive stockholders are 
included. 


Has Many Advantages 


“There are so many good points to a 
bona fide pension plan that it is unneces- 
sary for an agent to stress tax avoid- 
ance as the sole means of motivating 
the prospect to buy. 

“The agent should be careful to rec- 
ommend a pension that would be rea- 
sonable in the light of the salary that the 
participant is drawing. The maximum 
percentage of salary that should be cov- 
ered, I imagine, would be 50 percent. 
However, this cannot be a definite rule- 
of-thumb inasmuch as a very high sal- 
ary would definitely call for a lower per- 
centage of pension. 

“Agents decidedly should not attempt 
to write the pension trust plan unless 
they are thoroughly equipped to discuss 
every phase. They should have a work- 


ing knowledge of corporation and per- 
sonal income taxes as well as the cor- 
porate structure; of the types of trust 
agreements accompanying peasion trust 
plans. 





“They should be prepared to discuss 
corollary benefits such as creating loy- 
alty between employer and employe; the 
leverage that such a plan will have over 
valued employes who are or may be 
sought by competitors; solving old age 
problems, which may not be present now 
but which will definitely be forthcoming 
unless they are anticipated by such a 
pension plan. 

“The agent should be prepared to an- 
swer such questions as, what will hap- 





pen in case the corporation cannot con- 
tinue such a plan?” 

In the pension trust plan set up by 
the Lustgarten men all employes re- 
gardless of salary were included. The 
trust was arranged with a separate cor- 


porate fiduciary. The principles which 
Mr. Behr outlines above were followed 
closely. 

Mr. Behr said in handling such cases 
at least three men must participate— 
one to do all the actuarial work and 
preparation of the formal proposal, an- 
other to lead in the sales work, and a 
third to handle the legal work. Each 
plan must be “tailor-made,” studied ex- 
haustively from every angle and per- 
fected in all details. An individual agent, 
Mr. Behr said, cannot handle all details 
of a pension trust case and carry on his 

(CONTINUED ON PAGE 26) 








N. Y. Production Up After 
Record Low of September 





NEW YORK—After a dismal Sep- 
tember, during which New York City’s 
paid business dropped 12 percent below 
the worst month of the depression, busi- 
ness seems to be recovering despite the 
stock market’s recent misbehavior and 
the current business recession. October 
figures for New York City, while still 
definitely below even! the 1933 monthly 





average, constituted a decided upturn 
from September. 

The appended chart shows the be- 
havior of life insurance production in 
New York City since the beginning of 
1930 as compared with figures for the 
country as a whole. It should be borne 
in mind that where there is a difference 
in trend between New York City fig- 





— 


ures and nation-wide figures the contrag, 
would be more marked if, instead of 
aggregate figures for the entire country 
the national figures excluded New York 
City business. However, since the New 
York figures are not based on exactly 
the same companies as the national fig. 
ures are, the comparison is made only 
between New York City and the country 
at large. It shouid be nated that for 
convenience the New York figures are 
shown on a scale larger than for the 
country as a whole. 


N. Y. Fluctuates More 


The chart shows that business in New 
York City has not only fallen off more 
sharply from 1929 to the present time, 
as compared with ordinary sales coun. 
try-wide, but that the fluctuations are 
considerably more violent. The fluc. 
tuations appear slightly more acute than 
they actually are, as compared with na. 
tional sales, because while New York 
City business over the entire period 
shown runs about one-eighth of total 
ordinary sales nationwide, the 10-to-1 
scale as compared with national sales 
tends to intensify the peaks and valleys 
of New York sales. 


Alleviating Circumstances 


The New York City figures are esti- 
mates of total ordinary sales in New 
York based on_ estimates released 
through the New York City Life Under. 
writers Association by the Life Insur- 
ance Sales Research Bureau. The esti- 
mates cover all ordinary sales, including 
companies not reporting to the bureau, 

(CONTINUED ON PAGE 21) 








National and New York City Production Data 
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(1) Light line represents New York City ordinary production in millions of dollars 
(2) Heavy line represents nationwide ordinary production in millions of dollars with scale on right. 
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ct Parol Evidence in 
vt (Revised Ruling on 
ate Social Security 

at Internal Revenue Bureau’s 
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Mutual Case Analyzed 








mM NEW YORK—Parol evidence—noth- 
time, Bing to do with the freeing of prisoners— 
was what decided the issue in the in- 


fluc. ternal revenue bureau’s revocation of its 
e than MM original opinion that Massachusetts Mu- 
‘= tual life agents and general agents are 
Re employes under the social security law. 
total | The case was particularly important be- 
(0-to-1 MB cause the Massachusetts Mutual contract 
~ is typical of life company agency setups 
aneys Be and the revocation presumably paves the 
way for similar favorable decisions in 
the cases of other companies. | 
> esti. This parol evidence, on which the en- 
New i tire case hinged, is a little abstruse but is 
leased J worth some study as it is the only thing 
Inder. Me standing between most life companies 
[nsur: and the expense and complexity of com- 
- esti [plying with the social security tax. 
uding J Briefly, the revocation is due to the fact 
ureau that, while a well known rule of law 
bars evidence indicating that a written 
agreement has been modified by an oral 
understanding, this rule cannot be in- 
voked by or against anyone not a party 
to the contract—in this case the federal 
government. 
al (2) # what the Term Means 


The term merely means oral evidence 
as distinguished from written evidence. 
The parol evidence rule of law is that 
where there is a written agreement none 
of the parties to the contract may intro- 
duce evidence, in case of a dispute, to the 
efect that the agreement was, at the 
tine of being signed, modified or supple- 
mented by oral understandings. 

It was on this rule that the internal 
revenue bureau relied in insisting that 
Massachusetts Mutual agents and gen- 

) eral agents were employes because their 
agency contracts gave the company the 
right to control them even though it did 
not exercise it. The bureau refused to 
concede that the employe status could be 
nullified by oral understandings between 

) the parties to the contract. Citing the 
parol evidence rule the bureau held that 
the written contract was controlling and 
that it could not be modified by oral 
understandings as evidenced by actual 
practice, 


Double-Barrelled Gun 


However, if the contract had been 
such as to make it impossible to read an 
employer-employe relationship into it, 
the bureau still reserved the right to 
-_ its decision on the basis of actual 
acts. 

The weak point, in the bureau’s con- 
tention, however, was that while the 
parol evidence rule applies between par- 
tles to a contract it does not apply in a 
controversy between one of the contract- 
ing parties and an outside person. The 
tule cannot be cited either in favor of 
or against third persons in such cases. 

The brief prepared by the Life Presi- 
dents Association says of the Massachu- 

| setts Mutual agency contract that “it 
has been suggested that these written 

agreements are conclusive of the status 

and by consideration of extraneous evi- 

| dence of any kind would violate the pa- 
tol evidence rule. Attention is here di- 

rected to the fact that the parol evidence 

tule is applicable only to parties to the 

Mstrument. It cannot be invoked by a 

stranger and at the present instance the 

8overnment is a stranger to both con- 

| tracts. It cannot be invoked in a pro- 
ceeding between only one of the con- 
(CONTINUED ON PAGE 22) 














Ernest Palmer Presented 
with Very Handsome Gift 





At a luncheon Monday in Chicago, In- 
surance Director Ernest Palmer of IIli- 
nois was presented with a magnificently 
and exquisitely bound copy of the new 
Illinois insurance code enclosed in an 
asbestos line, dust-proof, solonder case. 
The work was executed by the Lake- 
side Press of Chicago from African goat 
skin with gold and blind tooling in 
Levant Morocco binding. At the lunch- 
eon H. W. Tribolet, who has charge of 
the special edition department of the 
Lakeside Press, was present, spoke and 
told something of the workmanship. 

W. H. Hansmann, manager Fidelity 
& Deposit, who as president of the IIli- 
nois Insurance Federation acted as head 
of the insurance advisory council, dur- 
ing the legislative season, presided. The 
presentation address was made by Rock- 
wood Hosmer of R. W. Hosmer & Co., 
chairman legislative committee Illinois 
Association of Insurance Agents. Mr. 
Palmer responded in a very feeling way. 


Dedication in the Book 


There was a dedication written in the 
fore part of the book and signed by 
those representing the various organiza- 
tions. The foreword is as follows: 

“In appreciative recognition of his 
noteworthy public service this volume is 
presented to its author, Hon. Ernest 
Palmer, director of insurance of the 
state of Illinois. Conceived in far- 
sighted wisdom, brought forth with fair 
dealing and patient courage in the face 
of disheartening odds, the organizations, 
whose signatures are shown, testify to 
their belief in the soundness of this con- 
structive legislation and their confidence 
that it will prove of enduring benefit to 





insured and insurer alike not only in the 





The All- Mastering Spirit 


EITHER foreign wars nor threats of wars, nor political 


disturbances in the two hemispheres, nor our own eco- 


VedJ-d)-d)-4)-4)-d)-d)-d) 4-day) 


state of Illinois but wherever its seed 
~ take root.” ; 
hose who represented the organiza- 
tion who were present and signed the 
dedication were: 
Insurance advisory council of Illinois 





ERNEST PALMER 
—W. H. Hansmann, Fidelity & pe 


American Life Convention—C. 
Robbins, manager. 

Casualty Insurance Managers’ Club of 
Chicago—John Pabst, Fireman’s Fund 
Indemnity and Freeman C. Read, Globe 
Indemnity. 

(CONTINUED ON PAGE 21) 
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nomic problems can kill the all-mastering spirit of Christmas. i 
Throughout our North, and South, and East, and West it will f 


pervade all our working hours, softening the hardness of con- 
fronting problems and difficulties, and filling the atmosphere 
of business and homes and communities with a buoyant 


benignancy that conquers and blesses. 
y V9 
In willing obedience to the season’s custom 


§ The Penn Mutual Life Insurance Companp, 
from Independence Square in Philadelphia, 


¥ sends to all in the great life insurance fra- 
; ternity its most earnest wish for a Merrp 


Christmas and a Mew Pear 


P prophetic of happier times. 


V9 


WM. H. KINGSLEY, President 
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Examination Plan 
Causes Comment 
With Executives 


Considerable Protest Made 
as to Increased Expense 


Under Zone Method 








NEW YORK—Following the meet- 
ing of the National Association of In- 
surance Commissioners here there has 
been much discussion among company 
executives throughout the east about the 
convention system of examination in its 
new form as pursued by the commis- 
sioners. Following the meeting of the 
commissioners there were a number of 
informal conversations on part of execu- 
tives of all classes of companies. It is 
apparent that they are not opposing the 


convention system itself. In fact, they 
believe in it. 


Object to the Expense 


However, many executives declare 
that the expense of these examinations 
is too great and under the zone plan 
whereby more states will be represented 
naturally the cost will be greatly aug- 
mented. Some of the executives and 
certain state officials do not hesitate to 
say that there are a few abuses in con- 
nection with the present plan that should 
be eradicated and that examinations 
should be made on strictly a business 
basis. The ideal plan of course would 
be for the states themselves to stand 
the expense of any examination. That 
is not practical because of the lack of 
appropriation for the work. Hence the 
companies must stand the expense. That 
being the case the companies contend 
that the work should be done by com- 
petent people and that the fees and liv- 
ing expense should comport with reason 
and sound judgment. Some of the states 
employ outside actuarial talent and this 
seems to be the most expensive. 


Palmer Seeks Reforms 


At the meeting of the committee on 
examinations, Palmer of Illinois was 
rather pronounced and outspoken in his 
criticism of the manner in which exam- 
inations were made and especially the 
expense. Some examiners charge $25 a 
day, plus living expense amounting to 
$9 or $10 a day. This, he contended, 
was too high. He advocated a $15 fee 
per day and then the cost of living 
should be governed by the place in 
which the examination is made. He 
stated, for instance, that if a company 
located in Montreal were being exam- 
ined or in New York City the living cost 
would be much higher than Rock Island, 
Ill., Springfield, Mass., or Salt Lake 
City. He suggested that the home com- 
missioner who would be in touch with 
living costs in various points in his state 
should decide what should be a proper 
amount to charge. Mr. Palmer took the 
position that it was ridiculous for an 
examiner to charge the same amount 
for living in a smaller and much less 
expensive place as in a large city 
where the rates were higher. In other 
words he held out for the exact living 
expenses and not for a sum that would 
cover entertainment and personal outlay. 
He was voted down on this proposition. 


May List the Expense 


It is stated in some quarters that where 
companies find the expense of examina- 
tion have reached rather large propor- 
tions they are insisting that in the annual 
statement this item of disbursement be 
plainly stated, telling that it was the 
cost of the examination and listing the 
states that participated. 

Company executives contend that there 
should not be a profit in any examina- 
tion. Only the actual cost should be 
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paid. There should be no rake off or 
marginal profit for middle men. Alto- 
gether the examination subject is boil- 
ing and at the annual meeting in Quebec 
there will probably be some very out- 
spoken expressions when the returns 
are made. 

Some commissioners say that prob- 
ably $15 a day limit might be too low, 
especially where competent help may be 
at a premium. They would favor $20 a 
day but no higher. The main point that 
is being made by those that desire re- 
form is that inasmuch as the companies 
pay the freight they should pay only 
the exact cost and not be called upon 
for any amount beyond that. 


Holds Renewals Not Forfeited 


The Georgia supreme court has re- 
fused an appeal of the Sun Life of Can- 
ada from a decision of a lower court that 
J. T. Carson did not forfeit his renewal 
commission by going with another com- 
pany. The court of appeals had held that 
such forfeiture is void because it is 
against public policy. 





George A. Bangs, managing director 
American United Life of Indianapolis, 
was a visitor in Chicago this week, con- 
ferring with agency managers there and 
with Col. C. B. Robbins, manager-gen- 
eral counsel American Life Convention. 
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Merits of Package Selling and 
Programming Argued 





KANSAS CITY.—The Kansas City 
Life Underwriters Association staged a 
tafe debate on package selling vs. 
the programming method. 

“Package selling really is the sale of 
an idea,” asserted Rice Pendleton of the 
Travelers, for the affirmative. ‘When 
the agent sells a cleanup fund, a read- 
justment policy, a minimum income—he 
is selling ideas.” 

This method is more successful be- 
cause “more of us can use it.” The aver- 
age agent can easily learn a series of or- 
ganized sales presentations. Under pro- 
gramming the agent needs entree to 
cause the prospect to place his policies 
in the agent’s hands. The average agent 
needs too many sales, the average pros- 
pect has too small an amount of insur- 
ance for programming to be successfully 
used as a general method. 


Package Gives Confidence 


Underwriters fail less for lack of 
prospects and initiative than for not 
knowing what to say when they get 


into an honest-to-goodness interview, 
said Mr. Pendleton. With a package 
to sell, the agent naturally feels more 
confidence in himself. 

The package sales approach is de- 
signed to result in a one-interview sale. 
Programming of necessity contemplates 
two or more interviews. Consequently 
the agent who sticks to the package 
method will have twice as many inter- 
views and more sales. 

Most sales, said Mr. Pendleton, are of 
policies in amounts from $1,000 to $5,000. 
These are package sales. 

When the agent approaches the pros- 
pect with a package idea and it does not 
effect a sale, the prospect, in explaining 
to the agent why the idea doesn’t fit his 
needs, reveals enough information about 
what he does want for the agent to pro- 
ceed with another idea and so conclude 
a one-interview sale after all. 


Doesn’t Buy on First Interview 


It is psychologically axiomatic that if 
the prospect doesn’t buy on the first in- 
terview, it is twice as hard to sell him 
on second interview. 

Summing up; the package sale and ap- 
proach instills confidence. in the agent. 
The package salesman exposes himself 
to two or three times as many sales. 
His chance of prestige, confidence and 
success is greater. After the prospect is 
sold and his confidence gained, it may be 
possible to proceed with the program- 
ming method, said Mr. Pendleton. 

Phil Hilmes, Equitable Life of Iowa, 
presented arguments for programming. 
The method leads the agent to a more 
permanent clientele, to prospects in 
higher income brackets, to greater pros- 
pect confidence—and to many more 
sales. The package seller needs to learn 
from eight to 10 sales talks, the pro- 
grammer one. He described the issue 
as one of super sales argument against 
the super salesman. 


Can Write More Cases 


Because most agents must write a lot 
of business to make a living, package 
selling is more satisfactory, argued Law- 
rence Eckerle, Connecticut Mutual, for 
the affirmative. Prospects have little time 
to spend analyzing a life insurance pro- 
posal; they grasp a package idea quickly, 
and buy it. Package selling resembles 
line production and today the agent must 
be, like a modern factory, efficient and 
yet do a good quality of work. Program- 
ming leaves too much up in the air of 
the future. The proposals of program- 
ming are too big: they scare away the 
average prospect by their very bigness. 

Chief fault of the package seller is that 
he sells his little package of insurance 
and goes away, leaving the prospect to 
his fate, said Fred Holderman, Equit- 
able Society. He denied that possession 
of a large amount of insurance by the 
prospect and thorough knowledge of 
taxation, economics, etc., by the agent 
were prerequisites of successful pro- 
gramming. 


Information From One Interview 


In one interview an agent can get 
from the prospect the information neces- 
sary to program, asserted Mr. Holder- 
man. He can and must, if he is to serve 
the prospect well, determine in the in- 
terview what the prospect should have. 
Programming doesn’t belong to the up- 
per economic strata. The agent can pro- 
gram $5,000 or $2,000 insurance. Mr. 
Holderman cited the instance of a man 
with $10,000 insurance, sold to him in 
three packages. Mr. Holderman tried to 
program his insurance but couldn’t, The 
man died, leaving his widow and four 
children $10,000 in cash. The banker 
convinced the widow that she should pay 
off the mortgage on the farm, which 
took all but $300 of the insurance money. 


— 
and the widow is struggling to keep he 
little brood together. 

Members of the audience Provides 
one-minute rebuttals. Among the sug. 
gestions made were these: Use one o; 
both methods but use something. If on 
package selling idea fails, it’s going t 
dissipate the agent’s selling effectivenes, 
to go on to another and then anothe 
package idea. When the agent fails ty 
make a package sale, the prospeg 
doesn’t send the agent to a friend; yp. 
der programming this is often true. The 
programming that an agent does now 
sometimes doesn’t start bearing fruit for 
six months or a year, but it does beg 
fruit. : 

Prewitt Turner, Home Life of New 
York, was chairman and Dallas Alder. 
man, Kansas City Life, president, pre. 
sided. 





Infection or Fall? 


DANVILLE, IND.—A jury in the 
Hendricks county circuit court returned 
a verdict for the Aetna Life in an inter. 
esting double indemnity suit for $10,000, 
G. W. Price contracted an infection in 
his nose. After receiving treatment 
from physicians he fell in the bath room 
in his home, receiving injuries about his 
face. He died 10 days later. 

The attending physician diagnosed the 
cause of his death as erysipelas result: 
ing from infection developing from in- 
juries received in his fall. The Aetm 
contended that death was the result of 
the infection and it did not come within 
the provisions of the double indemnity 
clause. Doctors in an autopsy estab- 
lished the fact that it was a staphylococ- 
cic germ such as is generally found in 
the nose that caused the death and not 
a streptococcus germ which is the cause 
of erysipelas. 


NEWS OF WEEK 


Agency system indispensable in dis- 
tributing life insurance, R. B. Hull tells 
Boston Life Underwriters Association. 

Pagel 
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Massachusetts savings bank insurance 
promotion stirs up life underwriters. 
Pagel 
*x* * * 


Life Insurance Week, renamed “At- 
nual Message of Life Insurance,” sched- 
uled for May 9-14. Pagel 


x * x 


New York insurance law revision not 
to be shelved, legislative committee 
chairman warns. Pages 


* Ok Ox 


Expense of convention examination 
plan of the insurance commissioners is 
causing much comment. Page3 


* *K 


Litigation over back tax demands 
fraternals reviewed. Pag 
* OK 
Insurance Director Ernest Palmer of 
Illinois was presented with a handsomely 
bound copy of the new insurance code 
by the insurance organizations compris- 
ing the insurance advisory council. 
Page3 
* * * 


W. M. Rothaermel is elected vice-presi- 
dent in charge of agencies of Continen- 
tal American Life. Page5 


* *K 


Pension trust plan aggregating Bh 
100,000 placed by three “millionaires” 0 
Lustgarten agency Equitable Society, 
Chicago. sheets Page? 


Opinion in Massachusetts Mutual em- 

ploye-independent contractor ruling is 

analyzed. ‘ Page3 
* * 


Provident Mutual Life general agents 
meet in Chicago. J. H. Cowles, Los An- 
geles, elected president. Page 12 
* * x* 


George R. Kendall, president Wash- 

ington National of Chicago, is appointed 

chairman executive committee of the in- 

surance division of the Illinois chamber 

of commerce, a Page 13 
*x * 


Reinsurance agreement whereby the 
Illinois Bankers Life takes over the 
Northwestern Union Life, Ottawa, III., is 
ratified by the Illinois department. 
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Because of drought, the farm is gone 


Page 15 
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Rothaermel Agency 
Vice-president of 
Delaware Company 





Equitable Society’s Central 
Superintendent Joins Con- 
tinental American Life 





WILMINGTON, DEL. — President 
A, A. Rydgren of Continental American 
Life at a luncheon here Thursday at- 
tended by home office executives and 
managers from throughout the territory 
announced that W. M. Rothaermel has 
joined the company as vice-president in 
charge of the agency operations. 


Until recently when the Equitable Life 
of New York revised its operating set- 
up in the field, Mr. Rothaermel was su- 
perintendent of agents of the central 
department of the Equitable with head- 
quarters in Chicago. Mr. Rothaermel is 
well known as an effective agency op- 
erator and has always enjoyed the con- 
fidence and respect of the field. 


Expect Expansion Program 


Under his leadership in the agency 
department, Continental American Life 
will undoubtedly intensify its production 
efforts, particularly in Massachusetts, 
Pennsylvania and Ohio. It is now 
licensed in 10 states along the easter 
seaboard and Ohio. It is a carefully, 
conservatively managed institution and a 
progressive one. The late Philip Burnet, 
when president of Continental American 
Life, devised the family income policy 
and placed it in the kit of his agents. 
Continental American Life, therefore, 
was the originator of a type of contract 
that hit the mark and is now a well 
established leader. 

After leaving the army, Mr. Rothaer- 
mel went to Oklahoma City. The only 
man he knew there was Fred Gold- 
standt, who was general agent for the 
Equitable there and is now one of the 
big producers for that company with 
headquarters in New York. Mr. Roth- 
aermel joined the Goldstandt agency as 
a producer. He soon developed an ap- 
titude for the work and was appointed 
supervisor in the agency. 


Transferred to Chicago 


In 1921 he was transferred to Chicago 
as assistant to the resident supervisor 
of agencies. In 1923 he was called to 
the Equitable head office and was lo- 
cated there the next five years in vari- 
ous capacities in the agency department. 
In 1928 he was transferred to San Fran- 
cisco as superintendent of agencies of 





Production Drops 3.9% 
From November of 1936 





_ Decrease in new sales of 3.9 percent 
in November, 1937, as compared with 
the same month a year ago is reported 
by the Life Presidents Association. For 
the first 11 months production is still 
4.9 percent ahead of the corresponding 
Period of 1936. 

Total new business in November, 1937, 
Was $681,376,000 against $709,051,000 in 

Ovember, 1936. 

Ordinary production decreased .3 per- 
cent from $429,081,000 to $427,729,000. 
Industrial lost 10.7 percent with $211,- 
409,000 against $236,846,000. November 
group production this year was $42,238,- 
ae cent $43,124,000, decrease 2.1 per- 
cent. 

Total new business for the 11 months 
of this year was $8,228,115,000 against 
$7,846,559,000. Ordinary this year was 
$5,128,400,000, increase 5.5 percent; in- 
dustrial, $2,426,268,000, decrease 2.1 per- 
cent; group, $673,547,000, increase 33.6 
Percent, 





the western department. Then in 1929, 
he was promoted to superintendent of 
agencies of the central department, with 
headquarters in Chicago. He was re- 
sponsible for 13 middle western states 
and 26 agencies, including six of the 
leading 10 agencies of the Equitable. 
When Mr. Rothaermel took charge, the 
central department was the second larg- 
est division of the Equitable producing 
28 percent of its total new business. 





While Mr. Rothaermel was superinten- 
dent, it developed into the largest de- 
partment, producing 33 percent of the 
Equitable’s total business. 

Since the death of Mr. Burnet, Presi- 
dent Rydgren, who has been actuary, 
and Vice-president D. E. Jones have 
looked after agency affairs. 

“With Vice-president Rothaermel in 
charge of agencies, Vice-president C. L. 
Benner in charge of investments and 





Vice-presidents Jones and M. S, Bell in 
charge of the various home office activi- 
ties,” President Rydgren observed, “we 
now have a well rounded executive staff 
fully capable of rapidly expanding the 
activities of the company.” 





W. K. Niemann, home office agency 
manager for the Bankers Life of Des 
Moines, has been kept from his duties 
for several weeks by a severe attack of 
influenza. 





Income lor Lite 3 


FOR HUSBAND 
AND WHEE 


I your wife in your retirement | 


picture? 


After sixty-five you will receive a 
life income, if you are employed in an 
industry included in the Govern- 
ment’s Social Security plan. But if 
you do not reach sixty-five, the bene- 
fits your wife will receive from this 
source will be small—too little to give 
her a life income or to take care of 
dependent children. 


You can provide a retirement in- 
come for your wife; you can increase 
your own life income; you can pro- 
vide ‘protection for your children — 
all by means of a single life insurance 
contract, the John Hancock Selective 
Security Policy. 


It is especially designed to supple- 
ment Social Security payments or 
to, provide an independent fund for 
those not entitled to these benefits. 
It provides flexible protection for your 
wife, that she can turn into income if 
she so desires. 


Get the full story :of this modern, 
increasingly popular retirement plan 
».. told completely. .: authoritatively 

_»++ in a booklet wejshall be glad to 






send you. It covers all angles of this 
important problem. It will help you 
determine how much additional in- 
come you and your family will need. 


WEILL Lise 
Bel 
MUTUAL 


LIFE INSURANCE 
COMPANY 


BOSTON, MASSACHUSETTS 
GuY w. COX, PRESIDENT 


OF 








It will show you how to prepare for 
a happy retirement, not a mere exist- 
ence. Send for it ~ right now. 


Department 2 


Joun Hancock Murtvat Lire Insurance Co. 
Boston, Massachusetts 


Please send me your booklet, “Selective 








State. 





- -- An advertisement appearing currently in seven national magazines - - - 
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AT MID-WINTER MEETING OF INSURANCE COMMISSIONERS 

Top row (left to right—W. A. Robinson, actuary Ohio department; (inset) G. H. 
Newbauer, Indiana commissioner; R. L. Bowen, Ohio superintendent; J. G. Read, 
Oklahoma commissioner; (inset) Lloyd Thomson, Indiana department actuary; A. J. 
Ham, Wyoming commissioner. 

Second row—H. D. MecNairn, Ontario superintendent; Mrs, McNairn, C. A. Gough, 
deputy commissioner New Jersey; M. J. Harrison, Arkansas commissioner; Emile 
Bienvenu, chief examiner and deputy commissioner Louisiana. 
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Third row—W. H. Bakes, Idaho commissioner; (inset) J. J. Holmes, Montana 
commissioner; H. S. Moser, Chicago, chairman insurance committee Illinois Bar Asso 
ciation; G. A. S. Robertson, Missouri commissioner; (inset) C. F, Smrha, Nebraska 
insurance director; L. H. Pink, New York superintendent. 

Bottom row—C. C. Neslen, Utah commissioner; S, L. Carpenter, Jr., California 
commissioner; Ray Murphy, Iowa commissioner; W. A. Sullivan, Washington state 
commissioner; and W. S. Hanna, Maryland commissioner. Photos by H. H. Fuller, 
deputy U. S. manager of the Zurich. 
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Back Tax Fights 
on the Fraternal 
Orders Reviewed 


Suits Totaling $20,000,000 
Founded on Decision After- 
wards Overruled 


Arthur W. Fulton, one of the counsel 
for the fraternal societies in the famous 
back-tax litigation in several states, re- 
viewed that successful litigation at the 
December meeting of the Chicago Life 
Insurance Lawyers Club this week. 
Other speakers were Raymond Olson, 
general counsel Mutual Trust, who gave 
a review of current decisions, and Tom 
Leeming. 

In 1934 the fraternal orders were 
thrown into a turmoil by demands from 
the states of Oklahoma, Arkansas, Mis- 
souri, New Mexico, Iowa, and Missis- 
sippi to collect taxes on the premium 
income of the fraternal beneficiary so- 
cieties covering the time since the so- 
cieties were admitted into and licensed 
in those states. The tax claimed was 
at the same rate annually required of 
the legal reserve life companies, the de- 
mand going back 25 to 35 years. 


Origin in Oklahoma 


During all of that time the societies 
had been licensed as fraternals, and in 
all states there were laws providing that 
the fraternal societies were exempt from 
the provisions relating to the regular 
old line companies, and in most of the 
states the societies were by statute ex- 
pressly exempted “from all and every 
state, county, district, municipal and 
school tax, other than taxes on real 
estate and office equipment.” 

Mr. Fulton reviewed the origin of 
these demands and showed how they 
were successfully beaten. 

The first constitution of Oklahoma, 
adopted before admission to statehood, 
provided for a tax on insurance, until 
the state should enact laws, but excepted 
nonprofit companies. The exceptions 
were “the following classes of insur- 
ance organizations not conducted for 
profit and insuring only their own mem- 
bers.” The third class was “fraternal 
life, health, and accident insurance in 
fraternal and civic orders, and in all of 
which the interest of the members of 
each respectively shall be uniform and 
mutual.” 


Held to Be Old Line 


The Oklahoma constitution was 
adopted in 1907. In 1916 a suit in 
Oklahoma was brought by a beneficiary 
against the Praetorians, a Texas order. 
The defense was material false state- 
ments in the application. The plaintiff 
objected to the reception of the appli- 
cation in evidence, on the ground that 
it was not attached to the policy, as the 
statute required of old line legal reserve 
companies. The plaintiff contended that 
the Praetorians was an old line com- 
pany because the interests of the mem- 
bers were not uniform and equal. 

The Oklahoma supreme court in that 
case decided against the Praetorians, on 
the ground that it was bound in regard 
to its policies by the laws for old line 
companies, the basis for this ruling be- 
ing the court’s view that the policies 
In Suit, 20-year renewable term and 20- 
Payment, 20-year installment benefit, 
were not uniform with the other poli- 
cies issued by the order, like ordinary 
ite, etc, 

Mr. Fulton said that this decision was 
anxiously discussed in the meeting of 
the National Fraternal Congress that 
year. It appeared impossible to do any- 
thing to override the opinion, and ap- 











Prospect Dies Before He 
Talks It Over with Wife 


NEWARK — Burns Stewart, 
Newark agent of the Connecticut 
General Life, called on a prospect 
at his home, about an additional 
$5,000 policy. The prospect 
thought favorably of the idea but 
requested time to talk it “over 
with his wife.” Mr. Stewart rose 
to bid his prospect good night and 
as he extended his hand to say 
that he would call the latter part 
of the week, the prospect turned 
pale, sank to the floor and died 
on the spot. 








parently the societies concluded that it 
was so fantastic and fallacious that no 
court in any other state would adopt 
the same holdings. The decision was 
condemned as a legal monstrosity, and 
the general view of the matter was 
that it would pass into oblivion. 

In 1934 the same question came up 
in another case, Brown vs. Supreme 
Forest Woodmen Circle. In this case 
the insured died of an illness specifically 
excluded in the application, and the trial 
court, under the authority of the Prae- 
torians case, refused to admit the ap- 
plication in evidence, because it was not 
attached to the policy. 

While the Bowen case was pending in 
1934, the state of Oklahoma made de- 
mands upon the societies for back taxes, 
penalties and interest since 1908, the 
year following statehood. William H. 
(Alfalfa Bill) Murray had been president 
of the constitutional convention. In 
1934 he was governor and under the 
“tax ferret law’ he employed two at- 
torneys, one from Tulsa and one from 
Oklahoma City, to collect back taxes 
from the fraternals. Suits were brought 
in the state district court against more 
than 30 societies, for sums aggregating 
several million dollars. Judgments were 
obtained in the trial court against five 
societies for sums aggregating $300,000. 
The attorneys then began visiting the 
state officials of other states with the 
idea of bringing similar suits. Suits 
were soon commenced in Missouri for 
claims amounting to over $7,000,000; in 
Arkansas, $3,000,000; in New Mexico 
and Mississippi, $1,000,000 each. A\l- 
together the suits brought in six states 
aggregated $20,000,000 to $25,000,000. 


Original Case Upset 


The fraternals were unable to re- 
move the cases to the federal courts, 
because the states were regarded as the 
plaintiffs, except in Missouri, where a 
peculiarity of the law makes the insur- 
ance superintendent the plaintiff, and 
they secured the removal there. 

In the meantime the case of Supreme 
Forest Woodmen Circle vs. Bowen 
reached a decision in Oklahoma, and the 
Praetorians decision of 1916 was over- 
ruled. Or rather, the court said that 
the dicta in the Praetorians case was 
disapproved. 

The other states never had any con- 
stitutional provision like that in Okla- 
homa, and the tax cases began to fail 
rapidly. At this time the suits in Mis- 
sissippi and New Mexico are still pend- 
ing, but the end of the litigation is in 
sight. The-.orders have been success- 
ful in all the other cases. 

Turning to the general proposition of 
taxation Mr. Fulton concluded that a 
tax on life insurance premiums is in- 
defensable from a social standpoint. 


C. O. Spencer, Hutchinson represen- 
tative of the Metropolitan Life, was 
honor guest at a banquet given by Riley 
G. Cunningham, Wichita manager, in 
honor of his completion of 20 years with 
the company. He started in Salina in 
1917 and has worked in the Salina and 
Wichita districts since. The banquet fol- 
lowed a district sales meeting conducted 
by Mr. Cunningham, who is past presi- 
dent of the Kansas Association of Life 
Underwriters. 





Full-page advertisement appearing in Saturday Eve- 
ning Post, December 11th, and Time, December 13th 


A new service that keeps 
client's loyalty to agent 
secure and unshakable 


FAMILY-NEEDS FORECAST, 
Union Central’s remarkable new basic 
selling plan, puts the services of the life 
underwriter on as high a professional plane 
as those of the family doctor . . . and makes 
them almost as closely intimate. 


In the hands of an able Union Central 
representative, this Forecast gives each 
father a clear-cut picture of the seven vital 
needs that face fatherless families . . . gives 
him an expert diagnosis of the impact of 


The 


those needs in /zs own family. 


This complete diagnosis of his problem 
permits a solution so logical and convinc- 
ing, so all-sufficing to the father’s needs, 
that his allegiance to the agent who pre- 
sented it is very likely to become perma- 


nent and exclusive. 


The UNION CENTRA 
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L LIFE Insurance Company 


eye) 
OH! 





THE NATIONAL UNDERWRITER 








December 17, 1937 





—_——_ 








Credit No Rumors Code 
Will Be Shelved—Piper 


NEW YORK—Chairman R. F. Piper 
of the joint legislative committee on in- 
surance law revision warned. that no re- 
liance should be placed on rumors that 
the proposed revision will not be sub- 
mitted to the 1938 session of the New 
York legislature. Speaking at the final 
hearing to be held in New York City 
this year, Mr. Piper said that if possible 
the committee will present a bill at the 
coming session of the legislature and 
that those interested should govern 
themselves accordingly. 

There have been widespread reports 
that because of the many changes in the 
proposed code desired by representatives 
of the companies, the agents, the bro- 
kers, and the public, it would be im- 
possible to whip the law into shape for 
submission at the approaching session, 
since the plan is to adjourn early. The 
next hearing will be at Syracuse Dec. 
28-29, Hotel Syracuse, and Dec. 30 in 
the Capitol building, Albany. Assess- 
ment life societies will be the main sub- 
ject of these hearings but opportunity 
will also be given to upstate agents and 
brokers who wish to be heard. The 
next hearings in New York City will 











probably be held the second week in 
January, Mr. Piper said. 





Boney to Police Writing 
Group Certificates in N. C. 





Commissioner Boney of North Caro- 
lina has advised group writing compa- 
nies that certificates under master poli- 
cies covering lives in North Carolina 
must be considered as North Carolina 
business and reported through the office 
of some general agent, resident in or 
having territory within the state. An 
individual certificate may not be written 
except on application taken by a li- 
censed North Carolina agent. 

Salaried home office group representa- 
tives may assist in taking applications 
for certificates but only when accom- 
panied by a licensed resident agent. 

In respect of accident and health 
group coverage, a master policy cover- 
ing lives in North Carolina must be 
countersigned by a licensed agent of 
North Carolina who may pay not ex- 
ceeding 50 percent of the commissions 
to a licensed non-resident broker. All 
provisions of Section 6302 of the North 
Carolina law will be enforced, Mr. 
Boney states. 
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Going Forward 
in 1937 


At the close of the first six months of 1937, our 
records show the following results: 


Insurance Issued (Net). . . 


A Gain, over the first six months 
of 1936,of .. . 


Total Insurance in Force . 
Gain in Assets... 


These outstanding results, at the half-way 
mark of the cvrrent year, were achieved by a 
well trained loyal Agency force working under 
a result getting production plan that has 
been developed by an Agency-minded Home 


WOULD YOU LIKE TO KNOW WHAT 
THE PLAN CONSISTS OF? 


If so, direct your letter to 
A. B. OLSON, Agency Vice President 


GUARANTEE MUTUAL 
LIFE COMPANY 


$12,098,885 


. 224% 
- $130,309,269 
708,045 


OMAHA, NEB. 


Organized 1901 











Siegel, N.Y. Agents’ Bane, 
Nets Customers by Radio 





NEW YORK—Much was heard at 
the recent legislative hearings on insur- 
ance law revision from the man who by 
reason of his broadcasting and advisory 
activities probably ranks as No. 1 thorn 
in the sides of New York City life insur- 
ance men. He is Morris H. Siegel, head 
of a fee-counsellors group doing busi- 
ness as the “Policyholders’ Advisory 
Council.” 

Mr. Siegel sought changes in the law 
which he asserted would give policy- 
holders more equitable treatment. 
Speaking from his own point of view 
as a fee counsellor he asked for altera- 
tions of the present strict law against 
incomplete comparisons in the replace- 
ment .of old insurance with new, con- 
tending that the present law sets up re- 
quirements which no one could ade- 
quately fulfili, He told the legislative 
committee holding the hearings that his 
organization advises about 15,000 policy- 
holders a year, that about three-quarters 
of its business is with industrial policy- 
holders, and that it advises the placing 
of between $2,000,000 and $2,500,000 a 
year in new insurance but that neither 
the council nor anyone connected with 
it received any commission or benefit, 
directly or indirectly, from the placing 
of this insurance. 


Broadcasting Won Notice 


It is mainly Mr. Siegel’s broadcasting 
that has made him so widely unpopular 
among New York City life agents. He 
goes on the air every week over three 
local stations, the most prominent of 
which is WMCA. He pays about $300 
a week for time on the air. The WMCA 
broadcasts are fairly restrained, but 
even so they make local life agents so 
mad that they switch off the radio or 
dial another station. 

Over the other two stations he really 
goes to work, selling the services of the 
council by getting listeners to wonder 
about their life insurance setup. Mr. 
Siegel is a persuasive talker. He appar- 
ently has what it takes to bring the 
customers over the threshhold of his 
office. The council’s quarters have 
grown from desk room in an attorney’s 
oifice three years ago to a suite of three 
rooms and a staff of half a dozen in 
addition to himself, 


Won’t Recommend Agents 


Mr. Siegel insists that in spite of the 
large volume of business and resultant 
commissions for many agents which this 
involves, his organization takes nothing 
from the sale of the insurance it advises. 
He will not even recommend any agent 
although clients frequently ask to be 
advised where they should buy. He has 
also been approached by agents offering 
to split commissions on any business 
turned their way. 

“T’ll admit that when we were first 
starting out, it was like having a tooth 
pulled to pass up those commissions,” 
Mr. Siegel conceded, when queried after 
the hearing, “but we’re so used to it 
now that we don’t think anything about 
it 

Replacements Through Old Agents 


According to Mr. Siegel, the council’s 
practice is to recommend to the policy- 
holder that he handle the reorganization 
of his insurance and the purchase of new 
insurance, if any, through the agent who 
has been handling the business up to 
that time. Here is the way the council 
operates: The policyholder who has be- 
come interested through listening to a 
broadcast or through a friend goes to 
the council’s office. Nearly all of those 
who come in are distress cases. They 
are not necessarily facing destitution but 
they are having trouble meeting their 
insurance premiums. Usually they want 
to be told how to continue needed pro- 








The policyholder first pays $1 exami- 
nation fee, for which his policies are 
looked over and his specific questions 
are answered. If he desires to have the 
council make an analysis of his present 
insurance and a proposal for reorganiza- 
tion of it and perhaps new insurance, 
the industrial policyholders pay the 
equivalent of three weeks’ premiums as 
a ice. The fee would be on the same 
basis even though some of the insurance 
might be on the ordinary plan. For the 
non-industrial policyholder, the. fee 
ranges from $3 per thousand of face 
amount to $5 per thousand. 


Avoids Contingent Basis 


‘Mr. Siegel says that this method of 
basing the fee solely on the amount of 
insurance involved is superior to a con- 
tingent basis, under which the charge is 
proportionate to the amount of cash 
value recovered for the policyholder. 
With the contingent plan, he points out, 
there is a temptation for the consultant 
to advise a course which will give the 
largest cash return. This might not be 
the best thing for the policyholder, but 
would make a seemingly good showing 
and would of course be more profitable 
to the consultant than a sounder pro- 
gram. Mr, Siegel charges a contingent 
fee only where he recovers cash when a 
company has denied’ any money was 
owed. 

While the term “free consultant” is 
generally associated with advocates of 
term insurance, Mr. Siegel says that 
only about 10 percent of the ordinary 
business the council recommends is 
term. 


Industrial to Ordinary 


The council operates on the basis that 
anyone who can get ordinary or monthly 
ordinary insurance should do so rather 
than continuing to pay for industrial in- 
surance. Mr. Siegel estimates that 
while 10 percent of those carrying indus- 
trial insurance can get no other kind 
the rest can get some form of ordinary 
coverage. Where new insurance is to 
be issued to replace existent coverage, 
the council, he says makes it a point to 
insist that existing insurance be carried 
until the new is in force, for there is a 
possibility that death may intervene or 
that the new insurance may be rejected. 
Where the policyholder’s agent re- 
fuses to cooperate in carrying out the 
proposed changes, the council will ne- 
gotiate direct with the home offce in- 
volved. Where this is done an addi- 
tional fee of three weeks’ premium is 
charged. The actual handling of the 
case is done by the agent or another 
company man. To simplify matters, 
Mr. Siegel has worked out a form in 
which the desired changes are filled in. 
This the policyholder gives to the agent. 


Offers Files for Inspection 


To substantiate his assertion that no 
profit is made from a sale of insurance, 
Mr. Siegel offers to let any representa- 
tive of life insurance organizations ex- 
amine the council’s files and ask clients 
how they bought their insurance. 
Associated with ‘Mr. Siegel in the 
council are his brother, Samuel, and 
Oliver. DeWerthern. Mr. DeWerthern 
edited a magazine called “The Life In- 
surance Enlightener,” which went out 
of business after’ a brief career. Its 
principal mission-was attacking in lurid 
terms various features’ of. ordinary and 
industrial insurance. Later he was as- 
sociated with the late James P. Sullivan 
when the latter was in partnership with 
David Gilbert. 

The council’s director, was formerly a 
general insurance broker with licenses 
in several life companies. He became 
interested in his present line of work 
through a lawyer who asked for his ad- 





tection at a lower cost. 





vice on the insurance of a client. 
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Favorable Pacific Mutual 
Decision Is Gratifying 





Action Necessary in Best Inter- 
est of All Concerned, Says 
California Court 





LOS ANGELES—Commissioner Car- 
penter has received a multitude of letters 
and telegrams of congratulations on the 
decision of the state supreme court up- 
holding the Pacific Mutual reorganiza- 
tion. “I was very much gratified,” he 
said, “although it was only what I ex- 
pected. The best evidence of the sound- 
ness of the reorganization plan is the 
splendid progress the company is mak- 
ing. This speaks for itself. Several in- 
surance Officials in the east told me that 


it was a most happy solution and one of ; 


the best reorganizations completed.” 
Statement by Kemp 


In commenting on the supreme court’s 
decision, President A. N. Kemp issued 
the following statement: 

“So sweeping an approval of the re- 
organization of the Pacific Mutual is 
gratifying but is only what was to have 
been expected. We have always known 
the plan to be eminently fair and sound 
and one which has permitted the new 
company to progress in a most satisfac- 
tory manner. This confidence has been 
reflected not only by our own organiza- 
tion at home and in the field but also by 
our policyholders and the public at large 
as evidenced by the very substantial 
amount of new business being written 
and by the company’s earnings.” 

In upholding the reorganization of the 
Pacific Mutual Life, the California su- 
preme court brought out several perti- 
nent points in its opinion on the suit 
brought by Col. W. H. Neblett. The 
moment Commissioner Carpenter took 
possession of the old company its right 
to do business in California and other 
states ceased. If this cessation of busi- 
ness had continued for any appreciable 
period, the intangible assets would have 
been irreparably lost to the injury of all 
concerned, said the court. “We find no 
irregularity or illegality in this phase of 
the transaction,’ said the court. Need 
for immediate action was recognized in 
tHe opinion. If the company had been 
liquidated many policyholders would 
have been deprived protection. The pub- 
lic has a grave and important interest in 
preserving the business if that is possi- 
ble, said the court. 

“The old company was powerless to 
change the existing non-can policies. 
The contract and due process clauses 
prohibited the company from making 
any changes therein. But these prohibi- 
tions do not apply to the state acting 
under its police powers,” said the court. 
Reference was made to the National 
Surety reorganization which was held up 
by the New York court. 


Power Clearly Exists 


It was contended that the insurance 
code does not permit the rehabilitation 
of an insolvent company by the organi- 
zation of a new company, but the court 
held that the intent of the code is to 
preserve the business whenever possible 
and if to rehabilitate such business a 
new corporation must be organized, the 
power clearly exists. 

Although the approved plan treats 
consenting life policyholders and non- 
can policyholders’ differently, both 
classes of dissenters are treated the same 
—they are allowed and will be paid the 
amount allowed by law as the measures 
of damages from the assets of the old 
Company, said the court. Records show 
that the life and commercial accident 
and health policyholders were paying 
adequate premiums to the old company 
and that the two lines were highly prof- 
itable. Non-can policyholders were not 
paying adequate premiums and those 
Policies were bringing the old company 
to disaster, it said. Difference in treat- 
ment can be justified on the theory that 











Is Retiring After 
37 Years of Service 








F. W. ATKINSON 


F. W. Atkinson, Minnesota manager 
of the Great-West Life, will retire at 
the end of the year, after serving his 
company more than 37 years. Coming 
from England when the Canadian west 
was beginning to open up in a large 
way, he joined the head office staff of 
the Great-West Life in July, 1900. In 
1913, he was appointed inspector at Fort 
William, Ont., and in 1920 was given 
the task of opening and developing the 
Minnesota territory. His headquarters 
the past 17 years have been in Minne- 
apolis. Under his leadership a strong 
agency force has been developed in that 
city and district offices have been opened 
in other centers, notably St. Paul and 
Duluth, with representatives throughout 
the state. To such a high point has the 
organization been developed that, fol- 
lowing Mr. Atkinson’s retirement, four 
branch offices will be formed to take 
over the work of the present Minnesota 
branch. In December Minnesota agents 
are putting on an “Atkinson Month,” to 
show “the chief” by way of applications 
that his going is regretted. 








this difference was necessary not only 
to preserve the life policyholders’ rights, 
but also the rights of the non-can pol- 
icyholder, said the court. 





Court Lets Down Bars on 
Physician’s Giving Evidence 





M'ADISON, WIS.—Setting aside a de- 
cision of the Milwaukee county circuit 
court, the Wisconsin supreme court rules 
that professional ethics and the state law 
should not always shield a physician 
from giving court evidence. The opinion 
held that the Prudential need not pay a 
$500 policy of Albert Kozlowski, who 
died a month and three days after the 
policy was issued. The company alleged 
he had been receiving treatment at the 
county dispensary before the policy was 
issued. The lower court had ruled out 
testimony of a nurse and x-ray operator 
that Kozlowski suffered from an incur- 
able heart ailment. 


Court Defines Limits 


“If the disclosures to the physician 
be such as not to subject the patient to 
shame or affect his reputation or social 
standing,” the opinion said, “there is no 
reason why the physician should not dis- 
close them, and there is sound reason 
why in the interest of truth and justice 
he should be compelled to disclose them. 
The physician’s exemption should in 
reason be limited to such disclosures as 
would injure the patient’s feelings and 
reputation.” : 

It was noted that the legislature had 
omitted to exempt nurses and x-ray 
operators and that “it is not for the 
court to exclude their testimony.” 




















Were Taking 
the High Road 


IFE insurance selling is 
L unique in that company 
objectives, of their very es- 
sence, are the same goals 
which successful agents nat- 


urally set for themselves. 


Thus, the General American 
Life quality business pro- 
gram accords perfectly with 
the program each successful 
field man himself selects. 
Making that program effec- 
tive is a cooperative job. 


GENERAL AMERICAN LIFE 
INSURANCE COMPANY 


WALTER W. HEAD, President 


SAINT LOUIS 
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All are supervisors except as otherwise indicated. 


Top row (left to right)—T. M. Riehle, manager Equitable Society; Joseph V. 
Davis, Riehle agency, association president; J. S. Myrick, manager Mutual Life, N. Y.., 
(2nd photo) E. L. Derby, executive manager N. Y. City Life Underwriters Association ; 
A. V. Youngman, production manager DeLong agency Mutual Benefit Life and presi- 
dent New York City Life Underwriters; Mr. Riehle; R. B. Hull, managing director 
National Association of Life Underwriters; (3rd photo) Donald Keane, general agent; 
J. C. Behan, second vice-president Massachusetts Mutual. 


Second row—J. E. Bragg, manager Guardian of N. Y.; Harry Krueger, North- 


Middle Atlantic Actuaries 
Hear Three Papers 


WASHINGTON, D. C.—At the De- 
cember meeting of the Middle Atlantic 
Actuarial Club in Washington J. 
Glenn, assistant actuary railroad -retire- 
ment board, presented a paper on “The 
Railroad Retirement Act of 1937.” 

Frank Soyars, Life of Virginia, in his 
paper on “A Practical Method of Pre- 
paring Figures for the Annual and 
Other Statements” brought out for dis- 
cussion methods used by his company in 
preparing certain asset and liability and 
gain and loss figures for the annual and 
for interim statements. Mr. Soyars said 
that the methods described strive to pro- 
duce figures with the least work but with 
adequate checks; to prepare figures 
throughout the year for use in various 
financial and statistical studies, and to 
distribute the work of preparation to sea- 


sons and departments so it may be com- 
pleted in the most advantageous way. 

Gordon W. Thompson, Acacia Mutual 
Life, was’ the author of a paper on 
“Amortization of Bonds by a Continu- 
ous Process on a Calculating Machine.” 
He outlined the office method used by 
Acacia Mutual in amortizing bonds 
rather than to cover the subject of bond 
values from a theoretical standpoint. 
The practical value of the method is 
that the amortized values are calculated 
by a continuous process on a multiply- 
ing machine. Although the method con- 
tains some approximations, the results 
seem sufficiently accurate to warrant its 
use, he said. 

It was decided to invite the Middle 
Atlantic Medical Directors’ Club to join 
the actuaries in a meeting in Washing- 
ton in March. 


The Heart Decides—will show you how 
to get real results. $1.50. Order from 
The National Underwriter. 














western Mutual, president N. Y. C. L. U. chapter; Benjamin Salinger, Mutual Benefit 
Life. Mr. Riehle and Mr. Hull in background (2nd photo) Jack Leventhal, Guardian 
of N. Y.; Murray April, Continental American, and W. H. Bender, Jr., manager 


Equitable Society. 


Third row—Leighton Beers, Connecticut Mutual; R. D. Lichtermann, Massachu- 
setts Mutual; Lewis Neikrug, U. S. Life, and A. L. Dickey, New England Mutual. 

Bottom row—Stanley Weiland, C. W. Sabin, R. H. Keffer, general agent; R. A. 
Maier and K. A. Luther, general agent; all Aetna Life except Mr. Sabin of the 
Connecticut General; (2nd photo) Entertainment committee: E. J. Phelps, National 
of Vermont; Robert Lahm, Prudential, and C. W. Sabin, Connecticut General. 


Program Completed for 
Insurance Teachers’ Rally 


The completed program for the an- 
nual meeting of the American Associa- 
tion of University Teachers of Insur- 
ance in Atlantic City, Dec. 27, has now 
been announced. 

_ Following the presentation of discus- 
sions on insurance company training 
courses—life, fire and casualty, these 
educators will present their views on the 
subject: 

E. L. Bowers, Ohio State University; 
J. M. Lear, University of North Caro- 
lina, and T. C. Bolton, Syracuse Uni- 
versity. 

As previously announced, J. H. Wood, 
John Hancock: Mutual Life, will open 
the discussion on life insurance train- 
ing courses; J. V. Herd, Fire Associa- 
tion, on fire courses, and William Les- 
lie, National) Bureau of Casualty & 


Surety Underwriters, on casualty 
courses. 

The luncheon speaker is to be J. J. 
Magrath of Chubb & Son, New York 
City. He is the former head of the rat- 
ing bureau of the New York department 
and he will discuss the proposed revision 
of the New York insurance law. 

Discussants of the addresses, previ- 
ously announced at the afternoon ses- 
sion will be C. A. Kulp, -Wharton 
School, University of Pennsylvania, and 
L. J. Ackerman, University of Newark. 
They will discuss papers by R..B. Rob- 
bins, Teachers Insurance & Annuity, on 
“The Effect of Social Security Legisla- 
tion on Private Pension Plans,” and by 
Oliver Thurman, Mutual Benefit Life on 
“The Future of. Disability Income In- 
surance.” 


Get results by reading The Heart De- 
cides by Bertram Brownold. $1.50. Order 
from The National Underwriter. 








y, 1937 





S 





2 
a 


— 

a 

a 
ASABE 

























December 17, 1937 





LIFE INSURANCE EDITION 


11 

















“ Becdaaibe Kansas Manager 
of Pan-American Life 








JAMES J. DONELAN 


James J. Donelan has resigned as 
vice-president and manager of the 
United Life of Salina, Kan., to become 
Kansas state manager for the Pan- 
American Life with headquarters in the 
United Life building, Salina. James J. 
Donelan, Jr., will be associated with his 
father. 

Mr. Donelian has been connected with 
United Life since it was organized in 
1927 and he has been in the insurance 
business in Kansas since 1918. Last 
year he served as president of the Kan- 
sas Life Insurance Executives Associa- 
tion. 

Pan-American Life has been operat- 
ing in Kansas for several years but has 
had a scattered agency plant. Kansas 
operations will now be concentrated 
under central management. 





Offering Guest Memberships 





Chicago Association Stimulates Drive 
by Issuing 800 Courtesy Cards Good 
for Two Months 





A plan of offering guest memberships 
good for two months’ association activi- 
ties has been initiated by the ‘Chicago 
Association of Life Underwriters. About 
800 cards already have been issued and 
requests have been received for several 
hundred additional. According to Joy 
M. Luidens, executive secretary, this is 
a new idea in association work, which it 
is hoped will serve to break the ice for 
non-members and cause them to be in- 
terested in the association through being 
inside temporarily and finding out its 
many benefits. 

The guest cards were offered through 
President A. E. McKeough, the idea 
being developed by the advisory coun- 
cil, headed by A. W. Ormiston, Travel- 
ers, chairman. With the regular mem- 
bership of 1,300, the Chicago organiza- 
tion now temporarily is swelled to 2,100 
or more. 

Fine work is being done by the mem- 
bership committee, which has a highly 
developed program calling for frequent 
contacts with all agencies in the city. 
There are five divisions, headed by 
chairmen, each with 5 team captains 
who have certain agencies assigned to 
them to contact at prescribed intervals. 
The division chairmen are D. W. Fair- 
field, Connecticut General; Courtenay 
Barber, Jr., Equitable Society; George 
Huth, Albritton agency, Provident Mu- 
tual; R. A. Judd, Phoenix Mutual, and 
Walter Jolley, Hughes agency Massa- 
chusetts Mutual. 


Confederation Life Changes 

The Confederation Life of Toronto an- 
nounces important changes: 

_Wm, Boulton, superintendent of agen- 
cies, G. J. Kotzenmeyer, assistant super- 
intendent of agencies, have, on account 
of illness, found it necessary to give up 
their travelling duties, and they are 
therefore heading a new sales promo- 
tion department. Mr. Boulton will be 








in charge with the title of supervisor, 
sales promotion, and Mr. Kotzenmeyer 
will be assistant supervisor. This depart- 
ment will be developed in the new year. 

Howard -Farrant, Vancouver, manager 
of the British Columbia mainland divi- 
sion during the past 18 years, has been 
appointed a superintendent of agencies 
and will take up his duties at head of- 
fice early in 1938. For the present he 
will cooperate with agencies in western 
Canada and also undertake other du- 
ties as may be deemed advisable. Robert 
H. Squire, Vancouver, formerly assist- 
ant manager British Columbia mainland 
division, succeeds Mr. Farrant as man- 
ager: "=> 

R. H. Melville, manager Alberta 
southern division has, for reasons of 
health, requested to be retired and will 
shortly be receiving pension benefits. C. 
H. dePfyffer, representative for many 
years at Kimberley, B. C., will succeed 
Mr. Melville as manager of the Alberta 
southern division, but before commenc- 
ing his official duties in Calgary will en- 
joy a well-earned holiday in Europe. In 
the meantime, E. Mac. Squires of the 
head office staff will be acting manager 
for the Alberta southern division. 





Massachusetts Mutual Rally 


PONCA CITY, OKLA.—Massachu- 
setts Mutual representatives of Wichita, 








Born in Same House; 


Now With Same Company 


John F. Walsh, assistant super- 
intendent of agencies for the 
Home Life, who on the first of 
the year moves to Chicago to be- 
come a resident home office offi- 
cial in that city, was a guest 
of honor at a dinner given by the 
C. A. Murphy, Jr. agency in 
Providence. Mr. Murphy brought 
out an unusual incident in his re- 
marks complimentary to his guest 
by observing that although he and 
Mr. Walsh were both born in the 
same house in Albany, N. Y., it 
was 30 years later that their paths 
crossed again. Both are engaged 
in agency work in the same com- 
pany in the life insurance busi- 
ness, Mr. Walsh as assistant su- 
perintendent of agencies and Mr. 
Murphy as a general agent. 











Tulsa, and Oklahoma City agencies met 
here for a one-day sales conference in 
which four field men and two home of- 
fice representatives discussed problems 
concerning agents’ activities. 

R. W. Dozier, leading producer of 





the Oklahoma City agency, addressed 
the meeting on “The Why and How of 
Quality Business”; L. G.. Herron, Okla- 
homa City agency leader in number of 
policies sold, spoke on “Self-Manage- 
ment”; E. M. Simon, another prominent 
member of the same agency, on 
“Planned Selling,’ and R. A. Hittson, 
Tulsa general agent, discussed the appli- 
cation and value of standard sales talks. 

Home office representatives were 
Agency Assistants F. W. Howland and 
S. M. Gamble, Mr. Howland’s talk cov- 
ering package selling methods, and Mr. 
Gamble discussing the value of direct 
advertising as a part of the field man’s 
regular selling activities. 





Wilkes-Barre Office Now Branch 


Connecticut General Life has estab- 
lished a branch at Wilkes-Barre, Pa., 
with E. E. Neill, manager at Bingham- 
ton, N. Y., in charge of Wilkes-Barre as 
well. The new office succeeds the gen- 
eral agency of Shaw & Coughlin. 

H. S. Coughlin is relinquishing man- 
agement of the agency because of ill 
health but will remain with the com- 
pany as general agent and devote his 
time to the interests of his clients. 





New improved settlement option slide 
rule and instruction book. 1.50. Order 





from National Underwriter. 








NATIONAL LIFE 


A CARD OF THANKS 


National Life Insurance Company. ! Fo 


A CARD. 





The subscribers take this method of expressing ; pol 
their thanks to the Directors of the Nation 
Life Insurance Company, in this State, for their 
promptness in remitting the amount of insurance 
upon the life of the late Rowland Allen of Ferris- 
burgh. Altho’ by the terms of the policy,the Direc- 
0, | tors were under no obligation to pay sooner than 
three months after notice and 
yet the claim was allowed and ordered to be paid 
on the very day of said notice and proof. 
promptness deserves commendation, and we can- 
not help recommending this Institution, man- 
aged with so much skill and energy, to the favor- 
able notice and patronage . = ublic. 


UA LOCK, 


Adminstr. and father-in-law of Rowland Allen. 


SARAH ALLEN, 
widow of Rowland Allen. 


Ferrisburgh, July 26, 1850. 


Thus, in the newspapers of 1850, did Widow Allen publicly acknowl- 
edge her thanks when the National paid its first death claim of $500 with 
excessive promptness when her husband died on shipboard at San Diego, 
California, while on his way to the gold fields. 


If this custom of printing a public card of thanks were followed today 
by every beneficiary of life insurance the collection of such cards would 
make an amazing anthology of gratitude—indeed, would make the best 
life insurance advertisement ever written. 
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Provident Mutual General 
Agents Confer in Chicago 





Cowles Is New Association 
President—Sales Plans for 1938 
Outlined 





James H. Cowles, Los Angeles, was 
elected president of the General Agents 
Association of the Provident Mutual 
Life at the annual meeting in Chicago. 
He succeeds Steacy E. Webster, Pitts- 
burgh. Other officers are L. C. Sprague, 
New York, vice-president; J. H. Hooper, 
Baltimore, secretary-treasurer, and Lee 
Prothers, Minneapolis, auditor. L. F. 
Paret, Philadelphia, and J. S. Scott, 
Rochester, were elected to the executive 
committee, 

Sales plans for 1938 were presented 
by Vice-President W. K. Wise and 
members of the agency department. with 
discussions by various general agents. 


New Prospecting Plan 


Mr. Wise stressed the importance of 
the plans for prospecting which in- 
creased the business of an experiment 
group of agents 20 percent for the first 
nine months, Franklin C. Morss, man- 
ager of agencies, said the effect of busi- 
ness conditions on the agency force is 
of more significance than their effect 
upon the general public which always 
contains a number of prospective buyers. 
Others who talked were W. D. Cross 
and M. L. Williams, assistant managers 
of agencies; E. M. Bechtel and E. A. 
Farrington, agency assistants; Henry 
Bossert, Jr., manager of agency re- 
search; C. Sumner Davis, editor of pub- 
lications; Alfred H. Cooper, in charge of 
sales promotion, and Nelson A. White, 
advertising manager. 

Paul Speicher, R. & R. Service, 
pointed out the definite change in popu- 
lar thinking from the acquisition to the 
conservation of wealth. 

Round table discussions on recruiting 
and increasing production of veterans 
were conducted by Willard Ewing, Kan- 
sas City, and J. H. Cowles, Los Angeles. 
Those participating were: L. C. Sprague, 
New York; J. S. Scott, Rochester; J. B. 
Long, Knoxville; S. P. Ellis, Cincinnati; 
Paul Loder, Philadelphia; E. S. Albrit- 
ton, Chicago, and R. E. Holway, Ver- 
mont. 

Dr. Samuel Stevens, psychology pro- 
fessor and dean of the university col- 
lege at Northwestern University, out- 
lined the three great urges: Social, ra- 
tional and egotic. For many individuals 
selling life insurance fulfills all of these 
urges, 


Life Insurance Is Solution 


“The man who longs for success to 
gratify his normal egotic urge, but 
whose present business denies him the 
opportunity for sure success, will fre- 
quently find in life insurance an answer 
to the most basic problem in his life,” 
Dr. Stevens said. “The man whose 
social urge craves contact with human 
beings will usually find in life insurance 
an outlet for his desire for human rela- 
tionships. The man who finds himself 
at sea, unable to rationalize his existence 
in terms of benefit to others, will find 
that the sale of life insurance offers the 
opportunity he has been searching for. 

“The problem of the general agent is 
to find out which urges motivate his 
prospective agent, and to interpret life 
insurance in terms of his relationship to 
each.” 

Steacy E. Webster, president of the 
association, presided at the annual ban- 
quet. The speakers were Dr. John L. 
Davis, New York, and Lowell W. Davis, 
Hartford, whose whimsical comments 
on the home office and general agent’s 
problems created much merriment. 

Four home office speakers were on the 
final day’s program: E. W. Marshall, 
vice-president and actuary, on “Life In- 
surance Equipment;’”’ Vice-President F. 
P. Todd, on underwriting; President 
Linton on the relationship of economic 





Continental American Move 








A. A. 


RYDGREN 


The announcement that W. M. Roth- 
aermel has been elected vice-president in 
charge of agencies of the Continental 
American Life was made to mana- 
gers of that company at a luncheon in 
Wilmington, Del., Thursday by Presi- 
dent A. A. Rydgren. Mr. Rothaermel 





W. M. ROTHAERMEL 


heretofore has been superintendent of 
agencies in charge of the central depart- 
ment of the Equitable Society with 
headquarters in Chicago. He is a well 
qualified agency executive and Continen- 
tal American will now undertake a pro- 
gram of expansion. 








Manss Joins Columbia Life 


Will Be General Agent at the Home 
Office in Cincinnati—Has Been With 
Iredell Office 








John Manss, formerly supervisor in 
the C. J. Iredell agency of the Penn Mu- 
tual, Cincinnati, has been appointed gen- 
eral agent in the home office by the Co- 
lumbia Life of that city. He has been in 
the business since 1927, when he started 
with the Metropolitan Life in Florida. 
The following year he joined the Jeffer- 
son Standard Life there and led the state 
for his company in production for the 
year, was second in 1929 and led again 
in 1930. He then went with the Penn 
Mutual in Florida and was shortly trans- 
ferred to Cincinnati, where he has been 
with the Iredell agency since. His rec- 
ord in Cincinnati has been conspicuous 
as an organizer and educator for the 
men of that agency and also for his per- 
sonal production. 

Mr. Manss will not only supervise the 
affairs of the home office agency but 
through his educational work will be 
able to help all the men in the entire 
agency force, many of his ideas and 
plans of work being adopted for general 
use by all the men. Mr. Manss is one 
of the speakers at the company’s agency 
convention Jan. 27-29. 

He is a native Cincinnatian and was 
educated at the University School there, 
finishing at Miami University and the 
University of Cincinnati. 

The Columbia Life will close 1937 
with substantial increases in assets, sur- 
plus, and insurance in force. It has no 
bonds in default or interest past due. 








factors to the sale of life insurance, and 
Vice-president Wise, who summarized 
the convention. 

Tribute was paid S. P. Ellis, Cincin- 
nati general agent, who has been with 
the Provident 48 years, 31 as general 
agent. Mr. Ellis was appointed a part- 
ner in the Cincinnati general agency in 
1907, and sole general agent in 1916. 





Ohio State Apointments 


The Ohio State Life has appointed 
J. E. Vaile, Dixon, Ill., and Harry B. 
Nienstedt, Woodstock, Ill., as general 





agents. 





Connecticut General Parley 





General Agents and Managers Have 
Two-Day Conference With Head Of- 


fice Executives in Hartford 





HARTFORD—General agents and 
managers of Connecticut General Life, 
assembled in Hartford for a two-day 
conference this week, were welcomed at 
the opening session by President F. B. 
Wilde. 

Home office speakers were F. H. 
Haviland, vice-president, “Agency Pro- 
grams’; J. M. Laird, vice-president, 
“Trust Agreements;” C. M. Eddy, secre- 
tary group department, “Group Promo- 
tional Plans’; E. C. Henderson, actuary, 
“Mutual Program”; G. E. Bulkley, vice- 
president, “Underwriting” ; George 
Goodwin, secretary accident department, 
“Accident Insurance.” 

A. K. Kurtz of the Sales Research 
Bureau spoke on “Selecting Agents.” 

Panel discusions on agency building 
problems were held by general agents 
and managers. 

At the final session Vice-president 
Haviland spoke on company objectives. 
R. W. Huntington, chairman of the 
board, gave the closing address. 

On “Proving Day,” a special one-day 
campaign, Connecticut General agents 
demonstrating by actual closing of sales 
their aptitude for business, produced 
1,424 applications, Mr. Haviland an- 
nounced at the conference. Production 
approximated 60 percent of an average 
month’s production. Twenty-one agen- 
cies achieved or passed quotas of at 
least one application per member for the 
day. 

Individual agents awarded special rec- 
ognition for outstanding individual 
achievement in number of applications 
produced were: G. S. Burtis and R. M. 
Thorsen, Chicago, 20 each; J. S. Dey, 
Newark, 16; W. H. Barber, Broadway 
office New York, 15; D. L. Swank, Chi- 
cago, 14; N. L. Callahan and L. W. 
DeLong, Kansas City, 13 each; P. T. 
Aubin, Chicago, 12; A. J. Kirchberg, 
Chicago, 12; H. T. Bass, Russell agency, 
Hartford, 11; H. R. Mason, Chicago, 
11, and C. T. Schaedel, Newark, 11. 





Read The Heart Decides—a sales book 
that will show you how to improve your 
business. $1.50. National Underwriter. 





David Gilbert Finally Gets 
to Reading to Make a Speech 
Concerning the “Hoax’’ 





David Gilbert of the Gilbert & Sullj- 
van organization, which is in the busi- 
ness of attacking life insurance, finally 
made an appearance before an audience 
in Reading, Pa. “The Hoax of Life 
Insurance as an Investment,” was his 
subject. The audience consisted of resi- 
dents of Reading, whom Mr. Gilbert 
had invited to attend. The meeting was 
Tuesday evening of this week. 

The meeting this week in Reading was 
attended by only 15. According to an 
insurance man who attended it was an 
elementary talk and little enthusiasm 
was aroused. 


Shots at Big Companies 


Gilbert took some shots at Metropoli- 
tan Life, Equitable of New York and 
New York: Life. Gilbert endeavored 
to instill fear that should interest yield 
decrease there would be a drastic de- 
cline in the market value of bond in- 
vestments. There was no local news- 
paper coverage of the dinner. 

Some time ago Mr. Gilbert had been 
scheduled to address a meeting of the 
Kiwanis Club of Reading. When the 
insurance men in the_ neighborhood 
learned of this proposed appearance, 
they got busy and arranged to have the 
talk canceled. Mr. Gilbert was later re- 
fused an engagement before “The 
Hungry Club” of Reading. 

Here is a copy of the wording of the 
invitation to the independent meeting 
Tuesday evening of this week. It was 
signed by Samuel Markowitz in behalf 
of the Gilbert & Sullivan organization: 

“Our Mr. David Gilbert was to speak 
at the Kiwanis Club meeting held at the 
C. K. Whitner department store on 
Wednesday, Oct. 6. The topic for Mr. 
Gilbert’s discussion was to be ‘The 
Hoax of Life Insurance As an Invest- 
ment.’ 

“On Oct. 4 we received a telegram 
canceling the above mentioned speaking 
engagement. This was followed by a 
letter from the Kiwanis Club under date 
of Oct. 5 which read, in part, as fol- 
lows: 


Letter from Kiwanis Club 


“‘Last week I received several tele- 
phone calls from various insurance men 
commenting on the topic for discussion. 
Within the past three or four days, it 
seems that a lot of insurance men, not 
connected with this club, have become 
vitally interested. The discussion gath- 
ered momentum and finally pressure was 
brought upon the president and vice- 
president of the club and a conference 
was arranged for late yesterday, when it 
was felt that for the general welfare of 
the club the engagement had better be 
cancelled.’ 

“In view of the fact that a number of 
men who are vitally interested in want- 
ing to know as much as possible about 
this important situation, and how they 
can benefit by it, we feel duty-bound to 
make this possible. 


No Life Insurance Men Wanted 


“In line with this thought, we hereby 
extend you an invitation to attend a 
dinner and lecture, sponsored by the 
Gilbert & Sullivan organization, on 
Tuesday, Dec. 14, in the Abraham Lin- 
coln Hotel, at 6:30 p. m, Our Mr. David 
Gilbert will deliver the lecture and the 
topic will be the same as it was to be at 
The Kiwanis Club, namely, ‘The Hoax 
of Life Insurance As an Investment.’ 

“If you wish, you may invite one 
friend to come along with you. How- 
ever, for obvious reasons, we do not 
want you to invite anyone who is in the 
life insurance business. Since it is neces- 
sary that we know whether you will at- 
tend alone or with a friend, we would 
greatly appreciate an acknowledgment 
from you at your earliest convenience.” 





How to Win Friends and Influence 
People—by Dale Carnegie. $1.96. Order 
from The National Underwriter. 
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GEORGE R. KENDALL 


The insurance division of the Illinois 
chamber of commerce has announced 
that President George R. Kendall of the 
Washington National of Chicago with 
executive office in Evanston, IIl., has 
been made chairman of the executive 
committee of the division, replacing 
President H. A. Behrens of the Conti- 
nental Casualty and Continental Assur- 
ance. As announced recently, President 
E. A. Olson of the Mutual Trust Life 
becomes chairman of the division replac- 
ing James S. Kemper, president of the 
Lumbermen’s Mutual Casualty. Mr. 
Kemper had served as chairman of the 
executive committee when Mr. Behrens 
was chairman of the division. Mr. Ken- 
dall is an active man in the business, 
very highly regarded and has a wide 
acquaintance. His company is well or- 
dered and is growing solidly. With Mr. 
Olson as chairman of the division and 
Mr. Kemper as chairman of the execu- 
tive committee, the division is assured 
of a substantial administration. 





Modification of Group 
A. & H. Definition Is Sought 


While tentative definitions of group 
accident and health insurance were sub- 
mitted to the insurance commissioners 
at their meeting in New York by a sub- 
committee headed by Superintendent 
McNairn of Ontario, continued effort on 
the part of companies writing that form 
of coverage to secure a modification of 
those definitions is indicated, in view 
of the fact that the report was merely 
accepted by the commissioners associa- 
tion and not adopted, thus leaving the 
matter open for further consideration. 
The sub-committee was continued, in- 
structed to hold further open meetings 
with interested insurers and to prepare 
a final draft for submission at the meet- 
ing of the commissioners| in Quebec 
next June. 

Objection is made by some of the 
companies because the definition ex- 
cludes groups where payment may be 
made by employes only, such as through 
an employe association, where the em- 
ployer in accord with the planij acts as 
trustee for the funds and participates to 
the extent of setting up the necessary 
machinery to run it, and to the require- 
ment that group policies cover not less 
than 75 percent of all members of a 
labor union or non-profit association ac- 
tively engaged in the same occupation. 
It was felt in the first place that an 
equitable rate could be applied to risks 
in a factory not engaged in the same 
occupation, stress being laid on the pres- 
ent trend toward non-occupational poli- 
cies, and also that the 75 percent re- 
quirement would prevent the creation of 
many such groups, which start with a 
smaller percentage and gradually work 
up toward that figure. It was also sug- 











gested that permission should be given. 
for providing hospitalization benefits 
under the group cover for families of 
employes insured in groups. 


Seek to Force Prudential 
to Pay on Stock 

















Executors of the estate of Leon 
Blanchard, who held a large amount of 
Prudential stock, have filed a bill of 
complaint in chancery court in Trenton, 
N. J., asking for the distribution of a 
fund estimated between $5,000,000 and 
$6,000,000 held for the benefit of stock- 
holders. The bill states that from 1907 
and presumably down to the present, 
directors set aside 10 percent out of 
dividends earned on deferred dividend 
policies, this percentage ultimately to go 
to the stockholers in addition to the 
regular stock dividends. 


Former Suit Failed 


In 1910 Leon Blanchard sued to have 
this fund distributed. The suit was up- 
held by the master in chancery but re- 
versed on appeal on the ground that 
the fund should not be distributed until 
liability on the deferred dividend pol- 
icies involved had been determined and 
liquidated. The present bill contends 
that sufficient time has elapsed, and that 
suit was brought after the directors re- 
cently refused to make distribution. 

The estate controls 402 shares of the 
original 40,000 of $50 par value stock. 
The company bought in all but 1.47 
percent of the stock when it mutualized 
in 1913-15, so that the Blanchard shares 
are a large part of the stock now out- 
standing. Nothing is said about whether 
the fund would be distributed pro-rata 
according to share of the original 40,000 
share or whether the entire fund would 
go to present stockholders. 





Postal Naiional Life Cruise 

NEW YORK.—Headed by Mrs. A. 
B. Jordan, president, and M. J. Denha, 
vice-president, Postal National Life’s 
$100,000 club sailed this week on its con- 
vention cruise to Bermuda and Nassau 
on the Monarch of Bermuda. Club qual- 
ifiers number 13 and the party, including 
wives, totals 26. The party will return 
Dec. 23. 


Heads New Canada Life 
Branch at Port Arthur 

















J. W. WARNER 


Canada Life has opened a new north- 
western Ontario branch to provide serv- 
ice to the twin cities of Port Arthur 
and Fort William, and surrounding dis- 
tricts. The branch, located at Port 
Arthur, is under the managership of 
J. W. Warner, formerly associated with 
the company at London, Ont. Mr. 
Warner is a member of the Canada Life 
Century Club and a past president of 
the Life Underwriters Association of 
London. 













44,000 Leads 


Various direct mail plans 
operated by The Connecticut 
Mutual have, in the first ten 
months of this year, brought 
44,000 leads to its representa- 


tives. 
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Pacific Mutual Life and Its Victory 


THOSE who have followed the attempts 
of some of the interests to overrule the 
decision of Superior Court Judge WiLLIs 
at Los Angeles in the Paciric MUTUAL 
Lire case regard the affirmation of his 
decision by the California supreme court 
as in strict aécordance with law and good 
practice. Insurance Commissioner Car- 
PENTER of California emerges with greater 
effulgence than ever. 

He had a trying situation confronting 
him. The plan that he evolved was at- 
tacked by certain parties who had every 
cause to try to upest the program. There 
was no stone left unturned by the opposi- 


Congratulations to Internal Revenue Bureau 


Decision of the internal revenue bu- 
reau revoking its original opinion that 
Massachusetts Mutual Life agents and 
general agents are employes under the 
social security act paves the way for a 
general ruling by the bureau that the 
usual type of ordinary company agent 
setup is similarly exempt from the social 
security tax. The decision also restores 
a currently weakened conviction that 
this nation is run by laws and not by 
arbitrary edicts of government bureaus. 

The social security law was framed 
to cover actual bona fide employes, not 
those who might be employes if condi- 
tions contrary to facts were to come to 
pass. If counsel of the internal revenue 
bureau had ever had anything to do 
with agency operations it would have 
been abundantly clear that while life in- 
surance agents may be cajoled, exhorted, 
persuaded, and entreated to go out there 
and get some business, the lexicon of 
agency work does not include the word 


Life Insurance Devoid 


THERE has been much interest in the 
suggestion made first perhaps by Ernest 
PALMER; insurance director of Illinois, and 
then followed by President R. R. Louns- 
BuRY of the BANKERS NATIONAL LIFE and 
Attantic Lirr, that life insurance might 
well be written without cash values for 
such as desire a contract of this kind. 

The suggestions made by these two men, 
and they are authoritative in their line, 
have been carefully considered. Many offi- 
cials are inclined to feel that there should 
be a permissive policy devoid of cash 
values if a purchaser so desires. In most 
cases, however, a purchaser of life insur- 
ance not only seeks protection but he is 
interested in it as a form of safe invest- 
ment. 

The tendency when anything new is pre- 
sented, especially if it is of an unusual 


tion. The very fact that the charges came 
out in the open in court and California’s 
highest court has held that Commissioner 
CARPENTER was botnd to proceed as he 
did, will instill greater confidence in the 
new Paciric Mutua as it goes forward. 

So far the plan of reorganization has 
proved most successful. The company 
since it made a new start has given a good 
account of itself. All who are connected 
with the Pacific Mutual are to be congratu- 
lated. Commissioner CARPENTER and those 
associated with him in working out a prac- 
tical and just course of procedure can be 
especially commended. 


“command.” Agents sell as they please. 

Since life agents are in fact as well as 
theory independent contractors there is 
no more reason why a law covering em- 
ployes should affect them than there is 
that lawyers’ clients or doctors’ patients 
should pay social security taxes on their 
attorneys and physicians. 

The life companies are fortunate in 
being relieved of the expense of a tax 
which does not fairly apply to them. 
They are particularly fortunate in being 
freed of the complexity of accounting 
that would be involved in paying social 
security taxes on thousands of agents. 
The internal revenue bureau is to be 
congratulated on seeing the soundness 
of the position taken by the Life Presi- 
dents Association and the Massachusetts 
Mutual when it might have tried to save 
its face by fighting the issue through 
the court and then alibing an unfavor- 
able decision by blaming it on the courts’ 
lack of sympathy toward the New Deal. 


of Cash Values 


nature, is to dismiss it summarily. A num- 
ber of prominent actuaries who have con- 
sidered the proposition feel that of course 
if cash values were eliminated that would 
mean the elimination of policy loans as 
well. As a matter of fact, there are hun- 
dreds of thousands of instances where a 
man’s life insurance is worth more to his 
family when he is alive than dead in that 
he may be faced with a grave crisis and 
the cash or loan values of his policy will 
tide him over. Most executives contend 
that at least some amount of cash value 
should be paid and that it would be un- 
wise to eliminate these values as a general 
rule. They take the ground that the values 
have popularized life insurance, have ex- 
tended its use and make it more valuable 
to policyholders. 


actuarial training summarizes his views 


‘lin regard to values set forth in life poli- 


cies, saying: 

“Cash values, generally speaking, are on 
too generous a level. I think, however, 
that our problem is not the cash and loan 


“‘How’s Business ?’’ 


THE EFFECT of business conditions upon 
the agency force is of more significance 
in life insurance than their effect on the 
general public. This statement by FraAnK- 
LIN C. Morss, manager of agencies Provi- 
DENT Mutua Lirs, is weil worth con- 
sidering. As Mr. Morss says, there are 
always a large number of prospective buy- 
ers regardless of general business condi- 
tions. 

An agent hit the same nail on the head 
when he said that prospects always have 
excuses. When general business is good 
they are buying other things, and investing 


—————. 


e 


values per se but is in the amount which 
we are to offer as a cash value. The trick 
is to find the right balance between the 
security of all policyholders (the company) 
and the payment of a just equity to the 
withdrawing policyholder.” 


in stocks. At other times they have no 
money. Life insurance has to be sold at 
all times and if the agent will remember 
that fact and forget the static of business 
conditions he will be much better off. 

The observer who talks to many life in- 
surance men finds that there are always 
some who are finding selling conditions 
“the most difficult we have ever faced,” 
Others are not complaining—they are 
spending their efforts getting business. The 
way the question “How’s business?” js 
answered depends a great deal on to whom 
you are talking. 








PERSONAL SIDE OF BUSINESS 





Harry G. Leslie, president of the 
Standard Life of Indianapolis, died in a 
hospital in Miami Beach of a heart af- 
fliction at the age of 59. He served as 
governor of Indiana from 1929 until 
1933. In 1935 he participated in the or- 
ganization of Standard Life and has 
been active in its management. The 
company has made progress, closing 
1936 with $3,269,000 insurance in force. 
Mr. Leslie graduated from Purdue Uni- 
versity and later attended Indiana law 
school. He served three terms in the 
Indiana legislature before being elected 
governor. 





R. E. Denman, special agent Pacific 
Mutual Life, Cincinnati, and June Van 
Doren, Evanston, Ill., were married in 
Evanston, leaving immediately after- 
wards for a six-week trip to South 
America. Mr. Denman has been a lead- 
ing personal producer for the Pacific 
Mutual for a number of years. 





Fred P. Carr, vice-president and gen- 
eral counsel of the Central Life of Des 
Moines, was married to Miss Lois Ram- 
_— of Los Angeles, in Valparaiso, 
nd. 





Edmund Fitzgerald, vice-president 
Northwestern Mutual Life, is chairman 
of the Milwaukee Yale alumni group ar- 
ranging for the presentation of the Yale 
Dramatic Association’ Ss production, 
“—_ And for Yale,” in Milwaukee, Dec. 
25. 





A. R. Cassidy, mpnnene Equitable So- 
ciety, Miami, Fla., spok e on “Life In- 
surance Programs,” before the insur- 
ance class of the University of Miami. 





Charles Locher, known on the stage 
as “Jon Hall,” who won stardom in his 
first starring role as “Terangi” in “The 
Hurricane,” is the son of Felix Locher, 
a leading agent of the C. E. Cleeton 
agency in Los Angeles, Occidental Life. 
At the age of 14 young Locher visited 
Tahiti and won the island’s swimming 
championship from Tahitian competitors 





One president who has had extensive 


school at Neuchatel, Switzerland, he 
won a skiing championship. Studying in 
London for diplomatic service, he was 
offered a film contract. Before his star- 
ring picture he played small parts. 





G. A. Sattem, superintendent of agen- 
cies Mutual Life of New York, has been 
on a southern trip, visiting agencies in 
that section. 





D. B. Ninde, who was one of the or- 
ganizers of Lincoln National Life and 
was connected with that company until 
1930, died at Durham, N. C., at the age 
of 67 after a lengthy illness. At the time 
of his retirement he was vice- -president, 
director and member of the executive 
committee. 


J. T. O’Brien, 70, for many years with 
the Penn Mutual Life as general agent 
in Spokane, Wash., died there after a 
brief illness from meningitis. 





Harold J. Cummings, vice-president 
Minnesota Mutual Life, is visiting 
Texas agencies, accompanied by Horace 
F. Beckham, Texas state agency man- 
ager. 





Ezra Watts, vice-president of the 
Santa Fe National Life, Albuquerque, 

M., was married there to Mrs. Anna 
M. Griffith. 


B. J. Dickson, Los Angeles general 
agent Occidental Life of California, qual- 
ified as a golf ace while playing in the 
Bank of America tourney at Palos 
Verdes course. He sunk his drive on 
No. 8, 147 yards. Clarence Tockey, as- 
sociate actuary, and P. E. Smith, Occi- 
dental legal department, were witnesses. 








It is interesting to know that Ernest 
Palmer, Jr.. who graduated from Am- 
herst and then spent several months at 
the Illinois department where his father 
is state insurance director, compiled the 
index for the new Illinois insurance 
code, it being a very fine piece of work. 
Palmer, Jr., is now a law student at 
Leland Stanford University, he expect- 





of all ages. Not long afterward when in 


ing to practice law somewhere in Cali- 
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fornia as soon as he completes his 
course and is admitted to the bar. He 
ig a young man of superior ability. 





Morgan B. Brainard, Jr., assistant 
treasurer of the Aetna Life, has been 
named police commissioner by Mayor 
Spellacy of Hartford. P, C. Cothran, 
vice-president and_ secretary» of the 
Phoenix of Connecticut, has been ap- 
pointed a member of the board of fin- 
ance of Hartford. He has been serv- 
ing on the street board. 





George H. Holden, who died in St. 
Barnabas Hospital, Newark, N. J., Dec. 
13, waS an insurance broker and a for- 
mer insurance newspaper man. He was 
stricken with a heart attack two weeks 
before while attending church in Belle- 
ville. He was born in Chicago in March, 
1881, and graduated from Trinity Col- 
lege in Hartford in 1902. He became 
an agent of the Equitable Society in 
Providence, R. I., and later took up 
newspaper work, being employed in va- 
rious capacities by daily papers. At one 
time he was city editor of the New 
Brunswick, N. J., “Home News” and 
the “Daily Press.” For some time he 
was correspondent for THe NATIONAL 
UNDERWRITER in New York City. In 1905 
he became assistant editor of the 
“Weekly Underwriter.” 

Several years ago he purchased the 
“Surveyor,” an insurance journal, and 
also the “Insurance Age,” both of 
which he published for a number of 
years. He sold the “Insurance Age” 
and went into life insurance with the 
Aetna Life. 





Orris M. Johnson of the Prudential 
ordinary department, vice-president of 
the Mankato District Life Underwriters 
Association, has been recently elected 
president of the Mankato, Minn., junior 
chamber of commerce. 





J. J. McKay, who is retiring as agency 
director of the Lakeside branch of the 
New York Life in Chicago, has been 
with the company for over 30 years. He 
started in 1905 as an agent in New 
Brunswick, Canada. He was transferred 
to Chicago as agency organizer of the 
Stock Exchange branch in 1911. He be- 
came agency director of the Insurance 
Exchange branch in 1914. In 1917 he 
organized the old Fisher branch as 
agency director. In 1930 the branch’s 
name was changed to Lakeside when it 
was moved into the One La Salle build- 
ing. From 1920 to 1936 the MacKay 
agency paid for $76,740,000 new business, 
$11,604,000 of which was from the new 
organization. Mr. McKay started the 
Fisher branch without any agents. and 
now has around 40. 





A. F. Combs, 68, southern California 
agency director New York Life, Los 
Angeles, died there as result of a para- 
lytic stroke last July. A native of New 
Jersey, he entered the company’s serv- 
ice in New York 45 years ago. He was 
active in organization in the Los An- 
geles area. He was a member of the 
Life Insurance Managers Association of 
Los Angeles. 





Alfred T. Bonney, former Metropoli- 
tan manager in Portland, Ore., died in 
Burlingame, Cal., at the age of 67. He 
retired from the group department in 
1935. Mr. Bonney started with the Pa- 
cific Mutual in 1895 and then transferred 
to the Metropolitan in 1901. 





Convention Talks in Book 


The “Insurance Advocate” of New 
York has published its annual Conven- 
tion Year Book, giving 45 outstanding 
talks at various insurance meetings dur- 
ing the year. The book contains the 
best thought on life insurance salesman- 
ship as expressed by leaders in the busi- 
ness during the current year and makes 
a valuable reference book. The book 
sells for $3 and can be obtained from 








NEWS OF THE COMPANIES 





Reinsurance Now in Effect 





Deal Whereby Illinois Bankers Life 
Takes Over Northwestern Union Life 
Ratified by Illinois Department 





Reinsurance of the Northwestern 
Union Life of Ottawa, Ill, by the IIli- 
nois Bankers Life of Monmouth, IIl., be- 
came effective Dec. 11, when the con- 
tract was approved by Insurance Direc- 
tor Palmer of Illinois. The contract had 
been adopted by the stockholders of the 
two companies. 

The Northwestern Union Life had ap- 
proximately $3,000,000 insurance out- 
standing. All its policy, agency, and 
other obligations were assumed without 
lien or impairment of any kind by the 
Illinois Bankers. John M. Turnbull, 
agency director of the Ottawa company, 
has joined the agency supervisory staff 
of the Illinois Bankers Life, and prac- 
tically the entire agency force is also as- 
sociating with that company. The 
Northwestern Union Life headquarters 





in Ottawa will be operated for the pres- 
ent as a branch office of the [Illinois 
Bankers. 

The Northwestern Union Life was es- 
tablished in 1923 and operated only in 
Illinois, all its business being on the 
legal reserve basis. 


Policyholders Month Nets 
Union Central $13,000,000 


The policyholders month campaign of 
the Union Central netted $13,000,935 of 
new business, an 11 percent gain over 
November last year in written volume, 
the $7,576,416 paid for also representing 
an increase. More than 77 percent of 
the paid business was life insurance. 

The C. B. Knight agency, New York, 
led for the 11th consecutive month with 
211 cases for total $1,392,547, of which 
$1,178,947 was life insurance. For the 
12 months ended Nov. 30, the agency 
had a total of $20,043,838. The True- 
blood agency of Los Angeles was sec- 
ond; Paul Hommeyer of Minneapolis 











third, with 67 applications for $427,940. 
The Judd C. Benson agency, Cincinnati, 
sold 500 apps for $359,870, and for the 
11 months ended Nov. 13, $4,329,790, 
compared to $3,170,000 for the same pe- 
riod the year before. Other results 
were: Tellkamp agency, Davenport, Ia., 
fifth, with 20 cases for $353,894; B. A. 
Wiedermann, San Antonio, 45, for $224,- 
158; T. H. Daniel, Atlanta, 42, for $220,- 
692; M. E. Brooks, Memphis, Tenn., 29 
for $201,463. 


Rap Cosmopolitan Administration 

LINCOLN, NEB.—Claiming that the 
administration of affairs of the Cosmo- 
politan Old Line Life of Lincoln by the 
Nebraska department has been wasteful 
and extravagant, a group of policyhold- 
ers asked district court to name J. E. 
Jacobsen, Lincoln attorney, or some 
other qualified person as receiver. The 
petition sets out that the department has 
paid out $16,000 in salaries for attorneys 
whose services were not needed and in 
nine months used $39,000 of company 
assets in paying salaries and other ex- 
penses, during which time the agency 
organization was disbanded and 5,847 
thrift units from which income had been 
received lapsed. 

The attorneys further contend that 
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the department is a part of the executive 
arm of the government and not eligible 


to be named as judicial receiver. They 
ask that the new receiver be authorized 
either to reorganize the life insurance 
part of the business or reinsure the risks 
and that he also be directed to liquidate 
the thrift department. 


Aetna Life Bonus and Dividends 


A bonus to employes equal to one-half 
of one month’s salary and extra divi- 
dends to stockholders have been de- 
clared by the Aetna Life companies. 

The regular quarterly dividend rate of 
Aetna Lifg has been increased from 20 
cents to 25 cents and an extra of 20 
cents was voted. As a result, distribu- 
tion to stockholders this year will 
amount to $1.10 against 95 cents last 
year. 

Aetna Casualty declared an extra of 
$1 and increased the regular rate from 
50 cents to 75 cents. 

The Automobile declared an extra of 
30 cents as compared with 20 cents last 
year and voted the regular quarterly 
of 25 cents. 

All dividends are payable Jan. 3 to 
stock of record Dec. 11. 








Pyramid Life in New Quarters 

The new offices of Pyramid Life of 
Little Rock at Second and Center 
streets were formally opened the other 
day with a reception. Pyramid Life ac- 
quired the property which was formerly 
known as the Southern building and has 
remodeled the first floor giving the com- 
pany an attractive layout. 





Universal Life in Richmond 

The principal office of Universal Life 
of Virginia has been changed from Nor- 
folk to Richmond. 





Elect Three New Directors 


Three new directors have been elected 
by Pacific Mutual Life, they being John 
E. Jardine, president William R. Staats 
Company; A. J. McFadden, president 
California state chamber of commerce, 
and Shannon Crandall, president Whole- 
sale Hardware Association. 





J. T. Lawrence Retires 


J. T. Lawrence, vice-president of the 
Life of Virginia, has retired from active 
service, under the company’s pension 
plan. The management of the invest- 
ment department, formerly directed by 
Mr. Lawrence, has been taken over by 
A. C. McKenney, first vice-president. 

Mr. Lawrence continues as a director 
and member of the executive and finance 
committees, and will occupy his same 
quarters in the home office. 





Hunter Real Estate Manager 


C, A. Hunter has been elected man- 
ager of the real estate department of 
Atlantic Life. He is president of the 
Guaranty & Mortgage Corporation of 
Richmond. 





Stannard Agency Assistant 


W. B. Stannard has been appointed 
agency assistant by Occidental Life of 
California at the home office. He will 
gradually assume activities of Agency 
Assistant R. D. Crow, under whom he 
will work, Mr. Crow to be assigned 
to new duties. Mr. Stannard has had 
nearly 20 years’ experience in life in- 
surance work, starting in 1919 in the 
San Joaquin Valley as agent New York 
Life. From 1927 to 1931 he was asso- 
ciate general agent Aetna Life in Los 
Angeles, then Los Angeles manager 
Connecticut General and assistant man- 
ager Prudential there. 





Connecticut General has declared the 
regular quarterly dividend of 20 cents, 
payable Jan. 3 on stock of record Dec. 18, 











LIFE AGENCY CHANGES 





Takes South Dakota Field 


W. S. Burnette Put in Charge of That 
State for Northwestern Mutual Life 
With Sioux Falls Headquarters 


W. S. Burnette, district agent North- 
western Mutual Life at Aberdeen, S. D., 
for more than 12 years, has been ap- 
pointed general agent for that state, ef- 
fective Jan. 1. He succeeds the late 
Frank Kelley, who died Sept. 14. Mr. 
Burnette will move with his family to 
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W. S. BURNETTE 


Sioux Falls and continue the general 
agency headquarters in that city. 
Attracted to the life insurance busi- 
ness by the outstanding success of a 
relative, the late C. G. Burnette, at 
Aberdeen, W. S. Burnette made his first 
contract as a sub-agent in March, 1921. 
He became district agent three years 
later and during the five-year period 
from 1932-1936 his district reported over 
$1,100,000 in paid business, a record for 
that territory. At the age of 40 he be- 
comes general agent for the entire state 
of South Dakota. 





Two Appointments Made by 
U. S. Life in New York 


Two new agencies were created by 
the United States Life in New York, 
Marcel Horowitz, 51 East 42nd street, 
being appointed general agent and 
Joseph Sheppard, 1783 Undercliff Ave- 
nue, district manager operating in Bronx 
and Westchester counties. 

Mr. Horowitz has been an insurance 
broker since 1926, prior to which he was 
an importer. He sold about a million 
of insurance in 1936, a record which 
promises well for the future. Mr. Shep- 
pard was born in Galway, Ireland, edu- 
cated in Dublin College, and came to 
America in 1911 to compete in athletics 
as a sprinter. He was for ten years con- 
nected with the Biltmore Hotel in a 
managerial capacity, and from 1922 to 
1936 he was manager and general agent 
for the Security Mutual, Metropolitan, 
Columbian National and Sun Life of 
Canada, operating in New England. 


Darling Succeeds Murray 


B. E. Darling, for eight years special 
agent for the Northwestern Mutual Life 
in the district agency of Earle E. Mur- 
ray at Green Bay, Wis., has been ap- 
pointed district agent to succeed Mr. 
Murray, who has resigned to devote his 
full time to the office of president of the 











The Southwest Finance Corporation, 
general writing agency at Silver City, 
N. M., has taken representation of the 


Kansas City Life. 


Northern Paper Mills at Green Bay. 
Mr. Darling graduated from Beloit 


and basketball. For five years he played 
professional football with the Green Bay 
Packers. Since then he has become 
widely known as a football and basket- 
ball official. 





Carnal Fort Wayne Manager 


J. E. Carnal has been appointed 
branch office manager by the Occidental 
Life of California at Fort Wayne, Ind. 
He takes direction of the Fort Wayne 
office from Division Manager C. S. 
Rathbone, who has moved headquarters 
to Davenport, Ia. Mr. Carnal entered 
life insurance work in 1931 with the 
Union Central at Kansas City, and 
joined the Occidental’s Kansas City or- 
ganization early in 1936. When the Fed- 
eral Reserve Life was reinsured, Mr. 
Carnal became head of conservation 
work in Kansas City, Kan. 





A. L. Spooner Retires 


A. LL. Spooner, district manager 
Equitable Society at Fort Dodge, Ia., 
for the last 10 years, has retired from 
active field supervision and will devote 
his time to personal production. 

Mr. and Mrs. Spooner and their son 
will attend the convention of the Equit- 
able in Florida in January and will also 
visit Mexico City and other southern 
points before returning to Fort Dodge. 


Open Grand Rapids Office 


A new office of the Lincoln National 
Life has been opened in Grand Rapids 
by J. W. VanGemart and Fay Hop- 
pough, reporting through the general 
agency of A. G. Green and N. F. Parr. 








Saugman in Racine Agency 


H. M. Saugman of Racine, Wis., who 
has been district agent of the Mutual 
Life of New York since 1932, has joined 
the Fagan-Newell-McQueen Insurance 
Agency there as vice-president in charge 
of life and health and accident depart- 


ments. Mr. Saugman will retain his djs, 
trict agency connection. Thomas M,. 
Queen is president of the firm; I, RE 
Fredrickson, secretary, and Robert M. 
Queen, treasurer. 





White Made Supervisor 

Clyde N. White has been appointe; 
agency supervisor in San Francisco by 
the Pacific Mutual Life. He has bee, 
active in life insurance for 10 years, 





Guarantee Mutual Appointments 


R. B. McCune, formerly with the 
Travelers in Chicago and South Bend, 
Ind., has been appointed general agent 
by Guarantee Mutual Life for 14 north. 
east Iowa counties, with headquarters jp 
the Waterloo building, Waterloo. 

E. A. Peetzke of Hastings, Neb., was 
appointed general agent for five counties 
adjacent to Hastings. For the past three 
years he has been an agency supervisor 
in the Hastings territory for Security 
Mutual Life of Lincoln. 





Morrison District Manager 


George D. Morrison has been appoint. 
ed district manager of the Pacific Mu- 
tual Life at St. Petersburg, Fla., under 
W. R. Lichter, general agent at Tampa, 

For the past year, Mr. Morrison has 
been with the Equitable Society in St. 
Petersburg. For a number of years be- 
fore that he was the leading producer 
of the Pacific Mutual in Florida. 


Crisler with Colorado Life 


W. P. Crisler, who last year led the 
Dallas agency of Fidelity Union Life in 
paid-for business, has been appointed 
general agent of Colorado Life for 12 
counties in Texas with headquarters in 
Dallas. Mr. Crisler is well known in 
Texas life insurance circles and was last 
year a member of the Texas Leaders 
Round Table. 


Named by Volunteer State 


The Volunteer State Life has ap- 
pointed W. D. Key and E. A. Boone 
district managers in Columbus, Ga., op- 





erating as Key & Boone. Both have 





New Setup in Buffalo Agency 








H. E. CROUCH 


H. E. Crouch, senior member of 
Crouch & Allen, general agents North- 
western Mutual Life in Buffalo, N. Y., 
has resigned effective Dec. 31, 1937. 
Peter T. Allen, junior member, will then 
become sole general agent, 

Mr. Crouch has been one of the most 
successful and _ outstanding general 
agents of the Northwestern Mutual. He 
spent four years as special agent in Chi- 
cago under the leadership of the late 
A. W. Kimball before opening the Buf- 
falo office as a general agency in 1899. 





College in 1927 after starring in football 





When he wished to share the responsi- 





P. T. ALLEN 


bilities with a partner, he was instru- 
mental in having Mr. Allen appointed in 
1928. Mr. Crouch was successful in a 
number of business ventures. He was 
also interested for a time in politics and 
was one of the New York state electors 
when W. G. Harding was made Presi- 
dent. 

Mr. Allen, for nearly nine and a half 
years junior member of the partnership, 
devoted muéh of his time to organiza- 
tion work, in which he was especially 
successful. He will make a competent 
administrator. 
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tad several years’ experience in life in- 
surance. Bishop, head of the 
home office agency, has appointed N. D. 
Spence supervisor for several counties 
with headquarters at Keener, Ala. Mr. 
Spence has been in insurance since 1934. 





L. C. Swinney, general agent Pacific 
Mutual Life at Wichita, Kan., has estab- 
lished a sSub-agency at Independence, 


Kan. 


SALES MEETS 


Program for Eastern Rally 














Speakers Announced for Northwest- 
ern Mutual Meeting in New York 
City, Jan. 3-4. 





The annual convention of agencies of 
the Northwestern Mutual Life in New 
England, middle and south Atlantic 
states, to be held at the Waldorf-As- 
toria, New York City, Jan. 3-4, will have 
as its theme “Give Yourself a Chance 
to Succeed through Organization and 
Determination.” L. W. Norton, Durham, 
N. C., is general chairman and will pre- 
side at the opening session, which will 
be featured by a message from Presi- 
dent M. J. Cleary, and an address on 
“Greater Achievement Through Organi- 
zation—Determination,” by Herman 
Duval, New York City, volume produc- 
tion leader last year and a charter mem- 
ber of the Marathon Club for 22 con- 
secutive years. 

In the afternoon five sales clinics will 
tun concurrently with Glenn B. Dorr, 
Hartford, as chairman. Subjects and sub- 
chairmen will be: Programming, E. H. 
Earley, Brooklyn; Simplified Selling, A. 
C. F. Finkbiner, Philadelphia; Supple- 
mentary Selling, H. L. Smith, Harris- 
burg; Selling Juveniles, W. L. Momsen, 
New York City, and Taxation and Busi- 
ness Insurance, Rudolph Recht, New 
York City. H. L. Cramer, South Bend, 
Ind., will speak at a general session after 
the clinics. At the banquet that night, 
Edmund Fitzgerald, vice-president, will 
be toastmaster and Dr. Henry Wriston, 
president of Brown University, the main 
speaker, 

A district agency breakfast with Earl 
Harnish, Lock Haven, chairman, and C. 
L. U. breakfast with R. U. Redpath, 
New York City, presiding, will be held 
the second day. With R. L. Baldwin, 
Washington, D. C., as chairman, the At- 
lantic Seaboard agents will hold a gen- 
eral session. J. V. Talbot, Newark, 
will open with an address, “Wake Up 
and Sell!” and D. B. Fluegelman, New 
York City, will discuss “Intangibles in 
Life Underwriting.” A dramatic skit, 
Give Yourself a Chance to Succeed,” 
will follow, with a cast comprising F. E. 
Chase, Frank Thomas, Kenneth Wells 
and F, W. McCarthy, all of Brooklyn. 
The concluding speaker will be A. M. 

orth, Durham, on “The Northwestern 
—Second to None.” 

A luncheon conference will wind up 
the meeting. R. L. Hyde, Baltimore, 
will be chairman, and Grant L. Hill, 
director of agencies, will give the clos- 
ing address. 


Occidental Convention Date 


The Occidental Life of California will 
hold the 1938 meeting of its Los Con- 
quistadores Club Aug. 22-24, at Van- 
couver, B. C., in the Canadian Pacific’s 
Hotel Vancouver. Titular hosts of the 
Convention will be E. G. Elgood and 
J. A. Edwards, general agents in Van- 
Couver for the Occidental. 


Honor Camden, O., Agent 

The Midland Mutual Life held an 
agency meeting at Hamilton, O., in 
honor of S. L. Yocum of Camden, who 
has been with the company as agent 
Or 25 years. He is dean of the appli- 
Cation-a-week club, with continuous 














membership for 13 years. P. R. Mar- 
shall, Lima, spoke on “Setting Our 
Sights for Larger Game,” and R. S. 
Moore, home office, Columbus, on “Hot 
Shots.” Other speakers were Prof. H. 
H. Beneke, Miami University, who dis- 
cussed “Life Insurance and Present 
Business Conditions,” and President 
George W. Steinman. 


Welch in St. Paul 

Vincent S. Welch, Chicago, second 
vice-president of the Equitable Society, 
addressed a meeting of district mana- 
gers and field assistants of the St. Paul 
branch Dec. 11. The occasion was the 
annual Christmas conference and party 
given by S. D. Krueger, St. Paul man- 
ager, to his assistants in Minnesota and 
South Dakota. 

In November the St. Paul agency 
turned in $1,731,268 in new business as 
its contribution to the testimonial to 
Vice-president W. J. Graham. 


Central Life Planning Conference 


Sales activities for 1938 were dis- 
cussed at a planning conference held at 
the home office of the Central Life of 
Iowa in Des Moines. Eight of the com- 
pany’s leading general agents and four 
of their leading personal producers were 
present. 

F. P. Carr, vice-president and general 
counsel, presided at the morning ses- 
sion, and J. H. Leaver, vice-president 
and superintendent of agents, was in 
charge of the afternoon meeting. 


Jefferson Standard Parleys 


A meeting for Jefferson Standard 
managers is being held in the home of- 
fice at Greensboro, N. C., Dec. 28-29. 
Previously this month similar meetings 
have been held in Memphis and Dallas. 
These sessions were in charge of A. R. 
Perkins, agency manager, assisted by 
E. C. Klingman and M. A. White, su- 
perintendents of agencies, and Karl 
Ljung, assistant secretary. The plans 
for 1938 are based on monthly quotas 
assigned to various agencies and the 
goal for the new year is $400,000,000 in- 
surance in force. 


To Meet in Chicago Feb. 2-3 

The Massachusetts Mutual Life will 
hold a regional agents convention in 
Chicago Feb. 2-3. 














AGENCY NEWS 


Honor Clay at Richmond 


H. M. Clay, Richmond, Va., general 
agent Mutual Benefit Life, recently 
transferred to that city from Lexington, 
Ky., was honored at a luncheon spon- 
sored by members of the agency force. 
Speakers included H. G. Kenagy, super- 
intendent of agencies; M. B. Ames, gen- 
eral agent, Norfolk; Edgar Richardson, 
general agent, Lexington, Ky., and 
George A. Bowles, Virginia commis- 
sioner. Walter Smith of the Richmond 
agency was toastmaster. Mr. Clay has 
45 counties in Virginia in his territory in 
addition to the city of Richmond. 





Sets “Proving Day” Record 


On “Proving Day” of the Connecticut 
General Life, the entire agency force of 
the Newark branch office started to 
work at midnight and continued until 
4 a. m. the next day, with the result 
that 91 applications were handed in, 48 
life for $212,900 and 43 accident with to- 
tal premium of $1,579. At the dinner, 
which preceded the drive, the agency 
force pledged 75 “apps,” but 12 more 
were turned in than were promised. 





Agents of the Bankers Life of Iowa 
have distributed more than 80,000 bas- 
ketball schedule advertising blotters. 
More than 150,000 football schedules 
were distributed. 





Supplement social security benefits 
with life insurance. Slide rule $1. Order 
from National Underwriter. 











Oney 


foe Sih 


When you sell life insurance, 
you sell money for future 
delivery .. . and the safety 
of that investment is as cer- 
tain as anything human can 
be. Life insurance has weath- 
ered all economic cycles as 
has no other form of invest- 
ment. 


When you select Continental 
to act as trustee of your 
client’s financial. welfare, 
you have the security of a 
company with an unassail- 
able record for continuous 
growth and progress and a 
definite sense of trusteeship. 


Each and every year since in- 
ception, this strong Chicago 
institution has shown in- 
crease in assets and insurance 
in force... and its safety 
margin of surplus not only 
exceeds legal requirements, 
but greatly exceeds the aver- 
age of American companies 
...a dependable guarantee of 
positive protection. 
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ASSURANCE COMPANY 


CHICAGO, ILLINOIS 
Affiliated with 
CONTINENTAL CASUALTY COMPANY 
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Young New Wyoming Head 


Commissioner Ham Is Chief Speaker 
at Annual Banquet of State Associa- 
tion at Casper 





CASPER, WYO.—At the annual 
banquet here of the Wyoming Life Un- 
derwriters Association, these officers 
were eleéted: Chester Young, Sheridan, 
president; E. E. Shaw, Cheyenne, first 
vice-president; Ed Bruce, Casper, sec- 
ond vice-president, and j. J. Marshall, 
Sheridan, secretary-treasurer. 

Commissioner Ham i in an address said 
Wyoming life underwriters have a fer- 
tile field, which they have only begun to 
cultivate. He pointed out that the aver- 
age amount of insurance per capita in 
Wyoming is only $425, scarcely over 
half of the U. S. average of $800, and 
that at least half of the people in the 
United States are policyholders, while in 
Wyoming only one person out of five 
carries life insurance. 

“Out of every dollar earned in Wy- 
oming only 2% cents is paid for insur- 
ance,” he added. 

He advised agents to push the “settle- 
ment option” policy providing for 
monthly payments to beneficiaries. “You 
can increase your business 50 percent by 
concentrating on selling that type of 
policy,” he declared. 

Rev. Emanuel Payne, pastor of the 
First Baptist Church, Casper, spoke on 
life insurance from the layman’s point of 
view. Bruce Jones, Cheyenne, retiring 
president of the association, was toast- 
master. 

Two resolutions were adopted. One 
expressed appreciation for the work of 
Mr. Ham as commissioner; the other 
lauded the work of Grant Taggart, who 
was chairman of the Million Dollar 
Round Table for 1937. 


Oklahoma Sales Congress 
Will Be Held on Jan. 28 


OKLAHOMA CITY —F. M. Bean, 
chairman of the Oklahoma association’s 
sales congress committee, has announced 
Jan. 28 as the date for that event. The 
tentative program includes addresses by 
O. Sam Cummings, National associa- 
tion president; Bert C. Nelson, North- 
western Mutual Life, Milwaukee; J. M. 





Gantz, general agent Pacific Mutual 
Life, Cincinnati; Grant Taggart, Cali- 
fornia - Western States Life, Cowley, 


Wyo., and Paul Conway, John Hancock 
Mutual, Albany, N. Y. 

; Hoefflin, field supervisor Pa- 
cific Mutual, spoke at the December 
meeting on the importance of negative 
and positive thinking. First, he advo- 
cated thinking to build the proper pres- 
tige; second, to think about the needs 
of the prospect; third, to think and not 
argue; fourth; to think so that the agent 
will write the rules himself and the pros- 
pect will not strive to do so; fifth, to 
think along lines of making the intang- 
ible appear tangible to his prospect. 

Miss Reba Mersfelder, daughter of 
L. C. Mersfelder, state manager Kansas 
City Life, read the address of Stanley 
Martin at National association conven- 
tion in Denver. 





Missouri Meet Set 


The Missouri Association of Life Un- 
derwriters will hold its annual meeting 
in Springfield, Mo., May 20-21. 

The Missouri association has ap- 
pointed a special committee to cooperate 
in the efforts to land the 1939 conven- 
tion of the National association for St. 
Louis. 





San Antonio— Association members 
were guests at “Little Insurance Night,” 
an annual event with the San Antonio 
junior chamber of commerce. Dr. W. B. 
Russ stated that the life insurance agents 
have rendered a greater service through 


teaching the 65,000,000 American policy- 
holders thrift, sacrifice and a sense of 
personal responsibility than has _ the 
money paid to the orphans, widowed and 
aged, although he considered this to be 
of the greatest value which money can 
render. 





Washington, D. C.—J. E. Bragg, New 
York manager Guardian Life, expressed 
the belief that successful agents in the 
next few years will emphasize the ‘“rea- 
sonableness of life insurance,” pointing 
out the universal need for “money for 
future delivery” backed by a “guarantee 
to pay” that has its roots in the faith 
of 65,000,000 policyholders. 

President Paul H. Primm announced 
that a cashiers’ section of the associa- 
tion is being formed and urged support 
for that undertaking. H. D. Krafft, 
Provident Mutual, chairman of the let- 
*ter writing contest, presented the award 
to T. B. Jones. L. V. Lampson, Mutual 
Life, introduced Mr. Bragg. 





Cincinnati—L. H. Buisch of the mer- 
chants’ service bureau of the National 
Cash Register Company, Dayton, O., will 
be the speaker Dec. 17 at a luncheon 
meeting. Mr. Buisch, known as an 
authority on retail merchandising and 
salesmanship and an impressive speaker, 
will talk on “Streamline Your Selling.” 
A record attendance is anticipated, and 
the meeting will be open only to mem- 
bers. 





Atlanta—Vincent B. Coffin, vice-presi- 
dent Connecticut Mutual, spoke on “Mo- 
tivation.” About 125 were in attendance. 





St. Louis—Bert C. Nelson, Northwest- 
ern Mutual Life, Milwaukee, will speak 
Friday on “Prospecting and Motivation.” 
Certificates of award in the recent train- 
ing course will be conferred Jan. 21 





San Francisco—In line with its efforts 
for several years to cooperate in enforce- 
ment of the “Riehle plan” and “guiding 
principles” of the National association, 
the San Francisco association has just 
completed its annual check of all agents 
and brokers licensed for life companies 
in San Francisco. This year’s list shows 
a slight decrease over the 1936 figures 
the total number licensed being 1,970 
against 2,054 last year. 





London, Ont.—Three directors have 
been named: R. Legg, Dominion Life; 
E. H. Wahl, Metropolitan, and W. Lans- 
dell, Prudential. Plans for the annual 
sales congress the middle of February 
are under way. 





Little Rock—J. H. Wood, manager of 
general agencies John Hancock, was 
speaker at the monthly meeting. 





Portland, Ore.—Rabbi J. Berkowitz 
will be featured speaker at the regular 
meeting, on “Ancestors or Descendants 
—Which Are We?” 





Richmond, Va.—O. T. Jamerson, assist- 
ant trust officer State-Planters Bank & 
Trust Company of Richmond, spoke on 
“Trusts.” Tracing the purposes served 
by life companies’ optional modes of set- 
tlement and by trust companies’ life in- 
surance trusts, he pointed out that there 
is no competition between the two but 
rather they are supplementary. He 
stressed the importance of the develop- 
ment of greater cooperation between life 
underwriters and trust companies. 





Columbia, S. C.—O. J. Lacy, president 
California-Western States Life, and A. T. 
Haley, Greensboro, N. C., past treasurer 
National chapter of C. L. U., were the 
principal speakers at the state associa- 
tion sales congress held here. 





Wheeling, W. Va.—Carroll D. Evans, 
vice-president and director of agencies 
of the Fidelity Investment Association, 
spoke. 





Davenport, Ia.—Russell E. Moore, Co- 
lumbus, O., assistant agency manager 
Midland Mutual, spoke on “The Proper 
Mental Attitude.” 





Springfield, Mo.—Carl Thompson, social 
security board representative, suggested 
that life underwriters render a service 
to clients in case of death in helping 
beneficiaries to apply to the government 
for money due on the pension fund. 





Building prestige was discussed with 


Cc. K. Martin as chairman. Plans for the 
state meeting May 20-21 were reviewed. 





Salina, Kan.—James S. Piper, Metro- 
politan Life, has been named secretary- 
treasurer. S. B. Richards, general agent 
General American Life, was the speaker 
at the December meeting. 





Toledo, O.—Hugh C. White, Detroit 
general agent Connecticut Mutual Life, 
discussed “Opportunity Is with Us Now.” 





Fort Wayne, Ind.—J. P. Carroll, super- 
intendent of agencies of the Lincoln Na- 
tional Life, gave an address here on 
“Prospecting.” 





North Dakota—H. J. Cummings, vice- 
president and agency manager Minne- 
sota Mutual Life, spoke at a meeting in 
Fargo on “Writing Life Insurance 
Today.” 





Greensboro, N. C.—A. C. Palmer, R. & R. 
Service, spoke at a luncheon meeting on 
“The Evangelism of Life Underwriting.” 





Jonesboro, Ark.—The principal speaker 
at the December meeting was L. L. Lang- 
ford, on “The Most Interesting Case I 
Closed in 1937. A committee was ap- 
pointed to draft resolutions memorializ- 
ing R. M. Hiett, who died recently. 








ACCIDENT-HEALTH 
Effect of Small Chief Sums 


Some Companies Find Large Principal 
Amounts Have Greatly Increased the 
Claim Ratio—Seek Weekly Benefits 











Some companies writing accident busi- 
ness to an extent have been experiment- 
ing with lower principal sums and fea- 
turing the time indemnity rather than 
death indemnity. A few companies have 
put $10,000 as the limit of death in- 
demnity and then are careful about the 
people whom they write even at that 
amount. These companies declare that 
a death indemnity wallop makes a big 
dent in the earnings and hence they are 
discouraging their agents from featur- 
ing that provision. 

There is a demand for large princi- 
pal sum policies and therefore agents 
whose companies do not write amounts 
desired broker their business with other 
companies. The feeling among those 
that have limited their operations to 
smaller principal sums is that in spite 
of all precautions and underwriting 


judgment there will always be a selec- 


tion against a company either by way of 
moral hazard, carelessness or some 
other cause. 


A. & H. Week Committee 
for 1938 Selected 


The full membership of the general 
committee selected to direct activities 
for 1938 Accident & Health Insurance 
Week has been announced by Chairman 








‘Harold R. Gordon, who was authorized 


to name the personnel of the committee. 
The members are: A. D. Anderson, 
Chicago, Continental Casualty; R. A. 
Cavenaugh, Chicago, Illinois Commer- 
cial Men’s; G. V. Chandler, San Fran- 
cisco, General Accident; R. W. Faulk- 
ner, Lincoln, Neb., Woodmen Accident; 
E. H. Ferguson, Chicago, Great North- 
ern Life; E. B. Fuller, Boston, Loyal 
Protective Life; Thomas Hook, Detroit, 
Standard Accident; George R. Kendall, 
Evanston, Ill, Washington National; 
W. E. Kipp, Philadelphia, Indemnity of 
North America; C. H. Munsell, Spring- 
field, Mass., Monarch Life; tH. 
O’Connor, New York, United States 
Casualty; C. A. Palmer, Philadelphia, 
Insurance Advertising Conference; 
Frank A. Post, Chicago, The Accident 
& Health Review; James E. Powell, 
Chattanooga, Provident Life & Acci- 
dent; Harry Prevost, Baltimore, United 
States Fidelity & Guaranty; J. 
Scherr, Jr., Cincinnati, Inter-Ocean Cas- 
ualty; C. T. Spaulding, Hartford, Aetna 





Life; 


E. M. Ward, Portland, Ore., Busi- 





ness Men’s Assurance; James E. Wh; 
aker, Boston, Employers Liability, » 
om W. Winslow, New York, Fireman 
Fund Indemnity. 








INDUSTRIAL 


Debit Men No Longer Must 
Report Saturdays 








NEW YORK CITY.—Metropoli 


notified their agents that they need no 
report to district offices on Satyr 
days. The same applies to office work 
ers in the district offices, except tha 
skeleton forces will be maintained 4 
handle essential business. However 
those who work Saturdays will be give 
an afternoon off on a weekday to ma 
up for it. The new system extends ty 
the district offices, insofar as possible, 
the Saturday closing rule adopted 
the home offices during the NRA an( 
continued since that time. 


Three Men Always on Deck 


A successful industrial manager, wh 
has operated for many years, always fol 
lows the practice of having three mea 
approved for agency positions eve 
though there are no vacancies. That is 
he always has three men on the reserve 
list, ready to go into action. He finds 
this gives him a bargain advantage. He 
is not at the mercy of an agent who may 
threaten to quit. This manager neve 
has an “empty” debit that has to be col- 
lected by a superintendent. Inasmucha 
it takes about three weeks to get a new 
man approved by the company, unless 
there are men on the reserve list, there 
is an inevitable lag. This man limits his 
appointments to men presently employed 
between the ages of 25 and 40. He has 
about a 50 percent turnover per year. 





Burton at Richmond Dinner 


A. M. Burton, president Life & Cas 
ualty of Tennessee, addressed 40 agents 
at a dinner-meeting in Richmond, Va, 
which was staged to put on record the 
36 percent increase in business in the 
Richmond district in the last six months. 





Metropolitan’s Wisconsin Change 


E. R. Lehman, district manager 
the Metropolitan Life at Sheboygan, 
Wis., for nine years, has been appointed 
manager of the Sherman Park district 
in Milwaukee. He will be succeeded in 
Sheboygan by William Beringer, for the 
past six years at La Crosse, Wis., and 
previously manager at Wausau _ané 
Madison, Wis. He first joined the Met- 
ropolitan at Racine, Wis., in 1916. He 
is a past president of the Sheboygan As 
sociation of Life Underwriters. 





Life & Casualty Promotion 

C. S. Gay, superintendent at Rome, 
Ga., for the Life & Casualty of Nash- 
ville, has been promoted to manager 
Johnson City, Tenn. 





Pays Ordinary Collection Fee 


John Hancock Mutual has announced 
to its industrial force that beginning 
Jan. 1 it will pay a fee of 1 percent to 
men on the debit for collections of ordi 
nary premiums. 


_ 


Eugene Brennan Resigns 


Eugene Brennan, district manager 2 

Hartford of John Hancock Mutual, has 
resigned effective Dec. 31. 
He has been in the life insurance for 
nearly 50 years, having. served 40 years 
with the John Hancock, 30 of which he 
was district manager at Hartford. He 
is one of the oldest district managers © 
the company. 





Mr. Brennan plans to spend some time 
in Florida to regain his health. 
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LIFE INSURANCE EDITION 


























When a Man 
is Not 


Insurable 
.HIS WIFE 


MAY BE 








Reliance Life policies on 
a wife are often bought 
by a man who is non- 
insurable. These poli- 
cies may be written as 
surplus lines by under- 
writers whose own com- 
panies do -not provide 
insurance on women. 


Other 
Surplus Lines 
in 
Reliance Life 


Many underwriters also 
write their surplus lines 
of Juvenile Insurance, 
Acéident and Health In- 
surance, Participating 
and Non - participating 
Life contracts in the 
Reliance Life. 


RELIANCE LIFE 


INSURANCE COMPANY OF 
PITTSBURGH. 


More than a Hundred Million of Assets 


Branch Offices in 32 Cities 























GENCY 


Go 


MANAGEMENT 








Finding and Training New 
Agents Discussed 





At the annual meeting of the General 
Agents & Managers Association of In- 
dianapolis, Carl F. Maetschke, manager 
ordinary department, Prudential, was 
elected president, with Lewis G. Fer- 
guson, Phoenix Mutual, as vice-president 
and Paul Speicher, R. & R. service, as 
secretary-treasurer. Mansur B, Oakes, 
who had served in the latter office for 
many years, asked that his resignation 
be accepted as he is no longer directly 
identified with the life insurance busi- 
ness 

A ‘carefully planned program on find- 
ing and training new agents had been 
prepared. A collection of blank forms 
used by various offices in recording facts 
on prospective agents and records of 
their work were thrown on a screen. 


Nomination Letters Discussed 


The use of “nomination” letters was 
discussed by those who send requests to 
policyholders and others seeking names 
of men deemed by the nominators to be 
good prospective agency material. The 
system used by the Guardian Life was 
described as one of the most successful. 
Several sheets were shown on which 
records were kept showing type of men 
nominated, contacts that are made and 
the results. 

Booklets for prospective agents were 
shown and the importance of developing 
step by step the interest of promising 
men to the point of signing agency con- 
tracts was shown. Out of all leads that 
are received but five to six men out of 
a 100 prove to be of the type worth 
considering. 


Tells How Agents are Handled 


E. A. Crane, general agent Northwest- 
ern Mutual Life, described the careful 
sifting process through which prospec- 
tive agents are put in his office. At the 
outset the life history of the man is re- 
corded on a form provided for the pur- 
pose. In the first interview the pros- 
pect is put on the defensive, what he has 
done and his possibilities for success in 
the selling field are brought out. 
Stuart test is given to all prospects and 
this eliminates quite a few who do not 
care to submit to the ordeal. This is 
a worth while elimination in Mr. Crane’s 
opinion. After all office tests have been 
applied; outside sources and references 
are resorted to and their judgment is 
recorded. 


Explains System to Prospect 
Mr. Crane says that he tells men 


whom he interviews at the outset that 


he is going to give considerable time to 
determine whether they are qualified to 
be life insurance agents and, if it is 
found that they are not, the research 
will still be of value in probably deter- 
mining some: other line of work for 
which they are better qualified. He said 
that he does not think that it can be 
determined in a month, six months or a 


‘year whether a man is going to be a 


success. He cited figures he had ob- 
tained from his company which showed 
that 50 leaders last year averaged less 
than $50,000 of business in their first 
year, slightly less than $100,000 in the 


‘second; in the third year they began to 


hit their stride and averaged around 
$200,000, after which they went quickly 
into large production, He said that he 


‘is willing to invest time and money in 


the man who, after the tests he is put 


The. 





through in the office, gives promise of 
making good. 

At least three interviews of two or 
three hours each are given to prospec- 
tive agents who have passed the office 
test and then an interview, with the wife 
present, either at their home or in the 
office, is very important in Mr. Crane’s 
opinion. 

W. H. Meub, general agent New En- 
gland Mutual Life, led the discussion as 
to the training of new men. It is im- 
portant, he pointed out with a chart 
for illustration, to develop the man’s 
negative attitude to positive and to cre- 
ate an enthusiasm for the calling. For- 
tifying the new man against being dis- 
couraged by the rebuffs. he must re- 
ceive was emphasized. 


Chart Man’s Time 


E. F. Kepner, Indianapolis Life, de- 
scribed the use of two booklets that 
company has prepared for new agents. 
They also use charts to impress their 
men as to the division of the 24 hours 
of the day. For sleep, 33 percent is nor- 
mally required; 52 percent of the time 
is spent in eating, studying, attending 
to personal business and otherwise un- 
til only 15 percent is left for actual 
face-to-face interviews with prospects. 
Mr. Kepner said that he had colored 
this small 15 percent section of the cir- 
cle in bright red and that it had had a 
striking effect on their agents thus to 
visualize the time given to interviews. 
One man so recorded his.time that he 
increased this small segment to 20 per- 
cent and thereby increased his produc- 
tion 25 percent. 


Favors Daily Reports 


Ralph L. Colby, Franklin Life, fa- 
vored a daily report sheet for agents as 
to prospects and interviews rather than 
a booklet. Prospects may. be arranged 
in daily envelopes for a month in ad- 
vance under this plan. These reports are 
reviewed in his* office and the home 
office and helpful suggestions are regu- 
larly received from the home office which 
are passed back to the agents. All of 
his men but @ne are using this plan. 

A practical’ work control sheet was 
described by John Burkhart, Lincoln 
National Life. He said too that he im- 
pressed upon his men that they are in 
business for themselves and their suc- 
on depends upon their personal atti- 
tude. 

Dan W. Flickinger, John Hancock 
general agent, explained the use of the 
Behr monthly prospect sheet. 

Homer L. Rogers, Equitable Life So- 
ciety, described the use of prospect 
books. They are vest pocket in size and 
50 percent of their agents use them. 
One agent has kept his monthly books 
for four years and would not part with 
them for considerable money. 

Henry L. Drake, Jr., vice-president 
Empire Life & Accident, described the 
weekly report system required of mana- 
gers in the checking up on ordinary busi- 
ness written by agents. Much field work 
is put in by managers to help agents 
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the 
capital of conserva- 


Saint Louis, 


tism and the seat of 
solidity, has always 
been a hard city to 
sell. When Missouri 
says “Show me,” 
Saint Louis says 


“Prove it.” 


Saint Louisans 
have been purchas- 
ing from the Saint 
Louis Mutual Life In- 
surance Company 
since 1857. This com- 
pany has successful- 
ly proven to Saint 
Louis and to the 
Middle West that its 
honest, intelligent and 
economical manage- 
ment is the surest 

toad. to: stability and 
safety. 


There is a better 
future in a company 
with a good past. 
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learn to work effectively. The records 
they keep show clearly whether the 


agents are getting the results they 
should. 
A. H. Kahler, superintendent of 


agents Indianapolis Life, expressed the 
opinion that the tendency on the part 
of companies is to favor medium-sized 
agencies, 


Agency Building Methods 
Discussed at San Antonio 


. 


“Rural Agency Building’ was dis- 
cussed at the San Antonio (Tex.) Life 
Managers Club’s meeting by A. W. Litz, 
Nashville, Tenn., agency director for 
the Great Southern Life. In 10 years 
Mr. Litz built an agency paying for $3,- 
000,000 a year. Confidence and a de- 
termination to build, getting into the 
territory with a definite plan for cover- 
ing the territory in a specified time, and 
the carrying through of the plan are 
essential in rural agency building, said 
Mr. Litz. Prospecting for agents is just 
as important for the agency manager as 
it is for the agent. Such prospecting is 
75 percent of the problem. Mr. Litz 
goes into each town and contacts lead- 
ing citizens for leads. Telephone direc- 
tories are bought in towns having from 
2000 population up and the names of 30 
or 40 leading business men are selected 
with the co-operation of someone who 
knows the people. Frequently the tele- 
phone manager will assist in securing 
the desired information. A complete 
file is kept by Mr. Litz on: each man 
approached with a view to placing a 
contract. This file is- kept strictly up 
to date and shows any developments or 
changes which may be of interest in ap- 
pointing an agent. Mr. Litz urged the 
use of direct mail followed by personal 
contacts. 

Sam R, Hay, Jr., agency director of 
the Great Southern Life and manager of 
the Houston agency, spoke on agency 
building. Mr, Hay said that agency man- 








of their problems without giving suf- 
ficient consideration to their own per- 
sonalities. He reviewed the results ob- 
tained -from research studies made con- 
cerning the characteristics of the execu- 
tive type which are confidence, ability 
to judge men, delegation of authority 
and_ responsibility, organizing ability 
and the securing of cooperation. 

It was decided to increase dues from 
$5 to $12 a year. 





Dougherty Talks to Managers 


L. J. Dougherty, vice-president in 
charge of the Guaranty branch of the 
Occidental Life, addressed the Daven- 
port (Ia.) Life Insurance Managers’ & 
General Agents Association on “A 
Home Office Official’s Viewpoint of In- 
surance Opportunities.” 


Mallon Addresses Supervisors 


E. L. Mallon, agency assistant of the 
Massachuetts Mutual, in addressing a 
meeting of the Hartford Life Super- 
visors Association, observed that the 
need for training exists regardless of 
the selection exercised in recruiting new 
agents. The lack of the right kind of 
training, he declared, is frequently the 
cause of failure. The old idea that giv- 
ing a new man a rate book, supply of 
applications and a pat on the back de- 
velops initiative is not true today, be- 
cause of modern competition and sales 
problems, he said. 

The training program must instill es- 
sential knowledge of what life insur- 
ance is and does, must develop skill in 
selling and develop proper work habits. 





A. W. Crary, general agent for the 
Northwest National Life, was honored 
Dec. 11, at a surprise birthday party in 
his home in Fargo, by North Dakota 
members of the A. W. Crary Agency 
and their wives. The party followed a 
meeting of the C. L. U. Club. Mr. Crary 
was presented with $104,000 of new busi- 





agers are busy men who think too much 


ness. 
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CHICAGO BANK STOCK HOLDINGS 


The Cook county assessor has made 
public the list of stockholders of Chi- 
cago banks as of April 1, 1937. 

Hercules Life, the Sears, Roebuck & 
Co. institution, is shown as owning 119 
shares of City.National Bank. 

American Automobile owns 2,967 
shares of Continental-Illinois National 
Bank & Trust Co. American Equitable 
had 200 shares of that bank; American 
Mutual Liability, 400; Central Life of 


Iowa, 8,212; Franklin National, 320; 
Hanover Fire, 1600; Hartford Fire, 
1334; -Hercules Life, 14,167; Illinois 


Fire, 596; Knickerbocker, 200; Liberty 
Mutual, 450; Maryland Casualty, 760; 
Sun Life of Canada, 185. 

Continental Casualty had 500 shares 
of First National Bank; Fidelity-Phenix, 
240; Hanover Fire, 350; Hercules Life, 
600; Phoenix Mutual Life, 150; Spring- 
field Fire & Marine, 150; Travelers In- 
demnity, 700, and Travelers, 3,500. 

Hercules Life had 150 shares of Har- 
ris Trust & Savings Bank. 

Central Life of Illinois had 87 shares 
of Northern Trust and Hanover had 
230. 

Hercules Life inherited its Chicago 
bank stock from the portfolio of the Na- 
tional Life U. S. A., which Hercules re- 
insured after receivership. : : 
Central Life of Iowa inherited its 
bank stock from the Illinois Life in a 
similar transaction. a 
City National Bank stock is selling in 
the neighborhood of $100 a share, Con- 
tinental Illinois $87, First National $210, 
Harris Trust $275 and Northern Trust 
$512. 





LIFE COMPANY STOCK QUOTATIONS 


H. W. McKinney of G. L. Ohrstrom 
& Co., Board of Trade building, Chi- 
cago, gives the following quotations on 
the stock of life companies: 


Par Div. Bid Asked 
Aptna Tite ....33 10 .60 23 24 
Amer, Life, Ala. 5 we 4 ne 
Bank. Natl. Life. 10 1.00 27 31 
Central Life, Ill. 10 awe 7 ae 
Cent. States Life 5 meats i oe 
Columbian Nat..100 4.00 80 90 
Commonw., Life.. 10 15 17 19 
Conn, Gen. Life. 10 .80 24 6 
Cont. Assurance. 10 2.00 33 34% 
Cont. Am. Life.. 10 1.20 31 33 
Farm. & Traders.100 12.00 210 225 
Fed. Life, Chgo.. 10 ates 8 ae 
Girard Life .... 10 -40 ] 11 
Great Nor. Life.. 10 mate 4 7 
Great South. Life 10 2.50 15 20 
Kan. City Life..100 16.00 425 475 
Life & Cas.,Tenn. 2 ae 8 9 
cite Of Va...... 20 3.00 73 80 
Lincoln National 10 1.20 23 25 
Mo. State Life.. 10 Wieck % 1 
Natl. Life & Ac.. 10 1.60 56 61 
New World Life 10 .40 5 6 
Northw. National 5 -60 11 13 
North Amer. .... 2 ees 2% 3% 
Ohio National... 10 1.00 24 28 
Ohio State Life.. 10 1.00 22 26 
Old Line Life... 10 .60 i 12% 
Old Rep. Credit. 1 -05 % 1% 
Pacific Mutual... 1 ate 1% 2% 
Pan Amer, Life. 10 -50 16 19 
Peoples Life, Ind. 10 .60 20 ae 
Philadelphia Life 10 ae 3% 4% 
Prot. Life, Ala.. 10 -60 14 ms 
Prov. Life, N. D. 10 .80 11 ye 
Rockford Life... 10 i 4 8 
Sun Life, Can...100 AES 420 460 
TEAVOICTA 2266 6c 100 16.00 395 405 
Union Central... 20 -80 23 se 
Wisconsin Natl.. 10 -50 16 18 





ACACIA MUTUAL SITUATION 


Reginald Mead of the head office field 
department of Acacia Mutual Life is in 
Chicago in. temporary charge of the 
branch in that city. P. A. Trezise, the 
Chicago manager, resigned recently. Mr. 
Mead will remain in Chicago as long as 
necessary to find the proper successor 
to Mr. Trezise. Chicago is the second 
largest branch office of Acacia Mutual 
and the management intends to take its 
time in selecting a manager. 





INSURANCE OVER THE TOP 


The insurance division of the Chicago 
Community Fund campaign, with a 
quota of $75,000, finished with contri- 
butions of about $77,500. This was one 
of the best records of any of the major 











es 


the campaign, Dr. H. W. Dingma, 
vice-president Continental Assurance, i 
announcing the results of the insurance 
division, was heartily applauded. 





DRIGGS FROM SAN FRANCISCO 


Golden K. Driggs, the new Chicago 
agency director of the New York Lif 
in charge in the combined Lakeside anq 
Security branches was formerly assist. 
ant manager at San Francisco. For the 
past year he has been located in Idaho 
as agency director. Mr. Driggs startej 
with the New York Life 15 years ago iy 
Arizona, later becoming agency organ. 
izer there. He was transferred to San 
Francisco as an agency organizer and 
then became assistant manager. He js 
a young man in his early 30’s with an 
unusually agreeable personality. 





DINGLE TO CELEBRATE 25TH YEAR 


John H. Dingle general agent of the 
Massachusetts Mutual Life in Chicago, 
Jan. 1, will celebrate his 25th anniver- 
sary in the business. He was asso. 
ciated for more than 18 years with the 
laile N. H. Bokum in the Bokum & 
Dingle general agency at Chicago. This 
partnership produced over $200,000,000 





Supervisors Entertain 
Their General Agents 

















w. 


H. SIEGMUND 


_Members of the Life Agency Super- 
visors of Chicago entertained their ger- 
eral agents and managers at a dinner. 
W. H. Siegmund, Connecticut Mutual, 
was toastmaster. R. H. Wienecke, 
Stewart, Keator, Kessberger & Lederer, 
the new president, extended greetings, 
and C. B. Stumes, Penn Mutual, re- 
sponded as chairman of the general 
agents and managers division of the 
Chicago Association of Life Under- 
writers. 

In a jocular vein, Mr. Stumes com- 
pared the “good old days” with the 
present. He said that 20 years ago the 
mortality declined and dividends stead- 
ily increased, so the companies decided 
they needed some more careful selection 
methods. They introduced the cardio- 
graph, inspection reports and_ other 
scientific underwriting aids, and now 
the mortality has increased and the divi- 
dends have gone down. 

C. J. Zimmerman, Chicago general 
agent of the Connecticut Mutual Life and 
secretary of the National Association of 
Life Underwriters, reported on the na- 
tional trustees association meeting which 
he attended in New York. 

B. H. Groves,. Travelers, — retiring 
president, thanked the members for their 
cooperation. HH. W. Manning, assistant 
general manager Great-West Life, was 





divisions. At a luncheon winding. up 


a guest. 
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fife insurance and for 34 years produced 
at least $1,000,000 a month. Top pro- 
duction marks were $18,000,000 in-a year 
and $2,500,000 in a month. Mr. Dingle 
is a Dartmouth College graduate who 
was center on the ’varsity football team 
and center and captain on the basket- 
ball team. His son John was graduated 
fom Dartmouth in July also being bas- 
ketball center. 

Mr. Dingle started in life insurance 
work at Baltimore, Md., Jan. 1, 1913, 
with C. T. Thurman, general agent Mu- 
tual Benefit, then was sent to Wilming- 
ton as district agent for Delaware. He 
formed a partnership with F. C. Hughes, 
who now is general agent of Mutual 
Benefit in Milwaukee. Dingle & Hughes 
were district agents Mutual Benefit in 
Wilmington. Mr. Dingle later returned 
to Baltimore with Mr. Thurman, and 
two years later went to Chicago, joining 
the late L. Brackett Bishop, general 
agent Massachusetts Mutual Life there. 
In 1919, Bokum & Dingle was formed, 
starting a new general agency. Messrs. 
Dingle and Bokum became writers of 
large lines. 

After Mr. Bokum’s death some time 
ago, the Massachusetts Mutual rear- 
ranged its Chicago representation, Mr. 
Dingle July 19 opening a new agency 
that is one of the most modern and effi- 
cient life offices. In the five months sub- 
stantial volume of new business has been 
written and paid for, and all agents 
placed on a self-sustaining basis. J. S. 
Braunig, formerly St. Louis general 
agent Lincoln National Life, is assist- 
ant general agent in the John Dingle 
Agency, in charge of recruiting and 
training agents and conducting a school 
of instruction. 





HAYS GROUP REPRESENTATIVE 


W. J. B. Hays becomes home office 
group representative of the Prudential 
in Chicago, with headquarters in 105 
West Adams street. He has been for 
two years cashier and paymaster Chi- 
cago “Daily News,” and before that was 
chief cashier of Century of Progress, 
Chicago, then special agent federal bu- 
reau of investigation. 





JOLLEY UNDERGOES OPERATION 


_ Walter Jolley, former office manager 
in the Royer agency, Penn Mutual, Chi- 
cago, now associated with General 
Agent E. W. Hughes of the Massachu- 
setts Mutual there as agency counselor, 
underwent an appendicitis operation this 
week. Ha reacted favorably and is on 
the road to recovery. 





Emest Palmer Presented 
with Very Handsome Gift 


(CONTINUED FROM PAGE 3) 


Chicago Association of Life Under- 
writers—C, B, Stumes, Penn Mutual. 

Chicago Insurance Agents Association 
—H. E. Reeves, Joyce & Co. and Ly- 
man M. Drake, Critchell, Miller, Whit- 
ney & Barbour. 

Illinois Association of Insurance 
Agents—Rockwood Hosmer, R. W. 
Hosmer & Co., W. H. Stewart, Stewart, 
Keator, Kessberger & Lederer. 

Illinois Association of Life Under- 
writers—C, .F, Axelson, Northwestern 
Mutual Life. 

Illinois Chamber of Commerce—In- 
surance Division—W. P. Robertson, 
North America and H. A. Behrens, 
Continental Casualty. 

insurance Brokers Association of Illi- 
nois—Gail Reed. 

Insurance Federation of Illinois—W. 
0. Schilling, U. S. Fidelity & Guaranty. 

Life Insurance Companies of Illinois— 
E. V. Mitchell, Continental Assurance 
and Henry Abels, Franklin Life. 

ational Association of Insurance 
Agents—Allan I. Wolff, Klee, Rogers, 
Loeb and Wolff and P. B. Hosmer, R. 
Hosmer & Co. 

Surety Underwriters Association of 
Chicago—B. J. Nietschmann, National 
Surety and R. E. Hall, Ocean Accident 
and Columbia Casualty. 








Victory Fete 











W. M. HOUZE 


About 80 attended the dinner in Chi- 
cago the other evening honoring W. M. 
Chicago general manager of 
John Hancock Mutual, on the 34th an- 
niversary of his connection with the 
Houze’s 53rd 
birthday, as well. A production contest 
of 40 days came to an end at that time 
and the production of ordinary and an- 
nuities for that period was $1,750,000. In 


Houze, 


company. It was Mr. 


addition there was $750,000 of group. 


J. Harry Wood, manager of general 
agencies at the head office, who spoke 
briefly, said that 1937 is the best year 
that the Houze organization has ever 
Wood went to Little Rock 


had. Mr. 
from Chicago. 


The special guests were much im- 
pressed when Mr. Houze asked his new 
organization to stand, that is those who 
have been placed under contract this 
He has put on a large number 
supervisors. 
Among that number is his own son, 
W. M. Houze, Jr., who has been with 
the organization since last July; Donald 
Cranston, former Chicago general agent 
for Fidelity Mutual Life, and Roger 
Sommers, former Chicago general agent 
for Continental Assurance. The new or- 
ganization, Mr. Houze announced, has 


year. 


of new producers and 


produced $2,000,000 since Jan. 1. 


In addition to Mr. Wood, talks were 
made by Dan W. Flickinger, Indianap- 
olis general agent; Ralph Hoyer, Colum- 
bus general agent; Harry Haskins, Des 
Moines general agent, who incidentally 
followed Mr. Houze into the general 
agency positions in Albany, N. Y., and 
W. R. Pond, head of the 
underwriting department at the head 
office, who has been with John Hancock 
33 years; Benjamin Bassford, district 
manager for John Hancock Mutual in 
Chicago at 733 West 64th street, who 
is the senior district manager for John 
Hancock Mutual in the central west and 
incidentally is the leader in production 
of ordinary in the central west; French 
White of the Chicago investment depart- 
ment, and Sherman Strong, son of J. H. 
Strong, Chicago general agent for John 


Peoria, [Il.; 


Hancock, who is 84 years of age. 





New York Production Rises 
After September Low Mark 


(CONTINUED FROM PAGE 2) 


National figures are the ordinary sales 
reported by the Life Presidents Asso- 
ciation. 

Probably the New York picture is not 
so gloomy as the chart would indicate, 
at least for the entire period covered. 
Undoubtedly a greater proportion of 
high premium, investment type business 
has been sold in New York City than 
elsewhere, and this probably applies to 
annuities as ‘well. High premium insur- 
ance makes no better showing than term 
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*] don’t want life insurance,” said he, “I’m 
investing in the stock market.” The mar- 
ket broke . . . He died . . . The stock 
broker replied courteously to an appeal 
from the widow. “My dear madam,” he 
wrote, “We are not, you must remember, 


a life insurance company!” 


OCCIDENTAL LIPS 


InsU NCE 
co ANT 
of alifornia 
LONDON, ONTARIO: DOMINION Of CANADA * HONOLULU: TERRITORY of BAWAID 
SHANGHAI: TREATY PORTS Of CHINA* MANILA: PHILIPPINE ISLANDS 


V. H. JENKINS, Vice-President 
Home Office: LOS ANGELES 
AGENCIES THROUGHOUT 26 STATES 































you can show a record of #100,000 of 
paid-for personal production for the past 
year; 

you feel there is no further opportunity 
for growth in your present fl ~st 
you live in either P. 
Jersey, Rhode Island, Mary 
ware and 


you have family responsibilities. 


If the four items mentioned above describe your present con- 
dition, then you are the man we are looking for. The Bankers 
National Life Insurance Company can offer to men of this 
sort the chance of a lifetime to have a successful general 


agency. 


Interest you? Can you meet the qualifications? Then write 
to William J. Sieger, Vice President and Superintendent of 
Agencies, for the complete story of this exceptional opportunity. 


BANKERS NATIONAL 
LIFE INSURANCE COMPANY 
Montclair, New Jersey 
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lvania, New 
or Dela 
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included at all 


tion. 


whole story. 


seasonal 


variations 


generally. 


ment spending. 


insurance, where sales are figured on a 
face-amount basis and annuities are not 
in the tabulations of 
either the Life Insurance Sales Research 
Bureau or the Life Presidents Associa- 


When it is remembered that a few 
years ago some companies had as high 
first year annuity premiums, including 
single premium annuities, of course, as 
their first year life insurance figures, it 
can be seen that life insurance sales dur- 
ing the past eight years do not tell the 
Because of the 
amount of concentrated wealth in New 
York City, a large share of this class of 
business has been written here. 


Effect of Brokerage 


The large volume of brokerage busi- 
ness done in New York City may ex- 
plain to some extent the more violent 
fluctuations 
Brokerage business is more sensitive to 
in sales resistance than 
business produced by the agent whose 
principal business is life insurance and 
who must keep plugging, no matter 
what the conditions of the stock market, 
‘his policyholders’ business, or business 


A reason sometimes advanced for the 
relatively better showing throughout the 
depression of life insurance sales out- 
side of New York City is that New 
York has had little benefit from govern- 
Other localities have 


had more money flowing in but New 
York City has not only been less 
favored in this respect but has had 
heavy taxes for its own relief burdens. 





Parol Evidence in 
Revised Ruling on 
Social Security 


(CONTINUED FROM PAGE 3) 


tracting parties and a third would be one 
of the contracting parties and third per- 
son. The rule is not available either in 
favor of or against third persons.” 

In support of this the brief cites 
Wigmore on Evidence, (2d ed.) §2446; 
Jones Commentaries on Evidence, §1488, 
§1489; The Modern Law of Evidence, 
Chamberlayne, §3550; Greenleaf on Evi- 
dence, (16th ed.) §279; Valdes v. Central 
Altagracia, 225 U. S. 58, 56 L. ed. 980; 
Central Coal & Coke Co. v. George S. 
Good & Co., (1903) 120 Fed. 793, 799. 

The brief points out that both federal 
and state courts have applied this ex- 
tension to the parol evidence rule re- 
gardless of whether the party to the con- 
tract or the stranger has sought to in- 
voke the rule. In support of this state- 
ment it cites Robert v. United States 
Shipping Board Emergency Fleet Cor- 
poration et al., (N. Y. Ct. of Appeals, 
1925). 148 N. E. 650, 651; Spund v. 
Cafritz Construction Co., (District of 
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ASK A FIELD MAN... He Knows! 


Tle Field Man is properly the connecting link between life insurance 
company and agent. Better than anyone else, he knows whether or 
not service rendered agent (and through the agent, the policyholder) 
is all that the company claims for it. Believing this, The Southland 
Life ASKED its District Managers about Southland Life service to 
agents. And here is what one said: 


HARRY GRIFFITHS 
HOUSTON, TEXAS 


“Competition—especially in the larger centers—sometimes depends on 
the efficiency of the home office in losing as little time as possible. 
I can always depend on The Southland Life for exceptional service 
and speed,” 


If you are interested in an agency: contract, write First Vice-Presi- 
we E. Linz, or Vice-President and Agency Mgr. Col. 
. E. Talbot. 


SOUTHLAND LIFE INSURANCE CO. 


HOME OFFICE . . . DALLAS, TEXAS 


Harry L. Seay, President 





Columbia Court of Appeals, 1931) 48 
Fed. (2d) 1014; Sigua Iron Co. v. 
Greene, C. C. A. Second Circuit (1898) 
88 Fed. 207. 

That the -exception-to. the parol evi- 
dence rule applies to tax liability as well 
as other types of cases the brief cited 
the following: Re Assessment of Alleged 
Omitted Property of Kennedy et al., 
(1936) 58 Pac. (2d) 134; Re Assessment 
of H. P. Shields et al., (1907), 111 N. W. 
963, 10 L. R. A. (N. S.) 1061. 

Negotiations leading up to the bu- 
reau’s consent to have the case resub- 
mitted and to the original adverse de- 
cision were conducted for the Life Pres- 
idents Association by R. L. Hogg, as- 
sistant general counsel and for the Mas- 
sachusetts Mutual by W. E. Monk, 
general counsel. 


Savings Bank Plan 
Promotion Stirs 
Up Massachusetts 


(CONTINUED FROM PAGE 1) 


“There is no widespread demand for 
insurance of this type; any savings, real 
or alleged, are largely fictitious, in this 
sense, that to a considerable extent, the 
supposed savings are at the expense of 
the general public and consequently lit- 
tle actual saving is effected; that it en- 
courages an undesirable situation in the 
creation of mongrel institutions whose 
insurance operations apparently have not 
met with public commendation and sup- 
port; that it tends to create an atmos- 
phere of falsity as to real costs and ar. 
apportionment of expense among the 
various factors involved in life insur- 
ance. Moreover, it has failed to reach 
and help the class for whose benefit it 
was conceived * * * it is a drain upon 
public funds; * * * it tends to penalize 
private industry through means and 
practices that are seemingly unfair and 
discriminatory * * * and creates a fa- 
vored class of tax dodgers and tax 
evaders.” 

That outstanding Massachusetts in- 
dustries have extended their support and 
endorsement to the plan is well known, 
advertising matter is conspicuously 
placed on bulletins in factories and pub- 
lic places, and also in federal controlled 
agencies now dealing with so many 
thousands of the employed and unem- 
ployed. 

Throughout it all, the use of the state 
seal and state house offices, and opera- 
tions through savings banks, have cre- 
ated a widespread public opinion that 
the state and its banks are financially 
behind savings bank life insurance, al- 
though this is not true. 











Parkinson Chief Speaker 


Thomas I. Parkinson, president of the 
Equitable Society, will be guest speaker 
at the annual “Life Leaders” banquet, 
sponsored by the Cincinnati Life Under- 
writers Association, Jan. 27. The lead- 
ers banquet, held for the first time last 
year, was a great success and it was de- 
termined to make it an annual event. 
Each agency is represented by two men, 
the leaders in lives and volume for 
the preceding year, as determined by the 
rules of the agent’s company. The 
leaders are guests of the general agent 





and the banquet is formal. 
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Desirable Agency Contracts, 
with Home Office Registry! 


GEORGE WASHINGTON LIFE 
INSURANCE COMPANY 


Charleston 





WARREN JAMES, 


West Virginia 


PRESIDENT 
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New Ohio Handbook Give; 


Valuable Information 


Early this week the Underwriter; 
Handbook of Ohio was published by 
Tue NATIONAL UNDERWRITER, This js 
the 43rd edition of this well-known ref. 
erence book which contains the com. 
plete data on Ohio insurance-wise. 

The Ohio Handbook gives the up-to. 
date list of all agents in the state ar. 
ranged alphabetically by towns and 
showing companies represented, mem. 
bers of the firm, date established, other 
business transacted and additional valy. 
able data. This covers life agents 35 
well as fire and casualty, stock, mutual 
and reciprocal. In separate lists are 
given the names of solicitors licensed by 
the insurance department together with 
the agency they represent. Altogether, 
80,055 licenses were received this year 
by the compilers; of these 74,019 were 
for agents and 6,036 solicitors. In 1935 
there were 75,556 agents and 6,038 sol- 
icitors licensed, a total of 81,594. 


Much Company Data 


Besides the agency data there is given 
a vast amount of other valuable informa- 
tion on the insurance business in the 
state. The company directory depart- 
ment lists all companies operating in the 
state with their officers, financial state- 
ments, field men, address and date es- 
tablished. Many companies are included 
in this section about which little infor- 
mation is found in other reference books 
as they are too small or operate only 
locally. Separate lists are included of 
field men of fire companies and general 
agents and managers of casualty and 
life companies. These are arranged al- 
phabetically for easy cross-reference. 
Statistical data shows fire insurance pre- 
miums and losses in the state for five 
years, with the 1936 business classified, 
casualty insurance classified by lines for 
two years and life insurance paid for 
and in force for six years. 

Other miscellaneous data is included 
showing local insurance associations 
with officers and addresses, classifica- 
tion of each town as to fire protection, 
resume of insurance laws of the state, 
lists of attorneys and adjusters and a 
showing of what companies write spe- 
cial lines. 


Valuable Refernce Book 


The Ohio Handbook has long been 
recognized as the standard reference 
book on Ohio insurance and it is very 
valuable to agents, field men and com- 
panies alike. While it has been pub- 
lished earlier in the year in the past it 
has been greatly delayed this year by the 
insurance department’s change in the 
manner of handling agents licenses. It 
was not until late in October that the 
lists were finally received by the com- 
pilation department and work had to be 
carried on at top speed to produce the 
book before the end of the year as it 
usually takes over two months to com- 
pile the data as well as print and bind 
the book. This latter operation alone 
takes from two to three weeks. This 
new book totals 848 pages. 









































Labor for Savings Bank Plan 


ALBANY, N. Y.—A resolution was 
adopted by the executive council of the 
New York State Federation of Labor in- 
dorsing “in principle’ the over-the- 
counter sale of life insurance by savings 
banks. 

Discussion of the subject provided 
about the warmest debate of the session. 
Proponents of savings bank life insut- 
ance cited its operation in Massachu- 
setts, claiming its cost to policyholders 
is from 25 to 50 percent less than other 
insurance. 

A bill was introduced last year to au- 
thorize savings banks to write life in- 
surance but it failed of passage. Backed 
by the State Federation of Labor, re- 
newal of such legislation is likely to be- 
come a major issue of the 1938 session 



















so far as labor is concerned. 
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Agency System Is 
Best Medium 


(CONTINUED FROM PAGE 1) 


insurance agent is worthy of his hire; he 
performs a service which society as now 
constituted cannot afford to do without. 
He analyzes the prospect’s needs and 
applies to them the policies best suited. 

Not only at the time the original pol- 
icy is taken, but during the years it re- 
mains in force, Mr. Hull said, the agent’s 
service is invaluable in arranging for set- 
tlement of the insurance under one or 
more of the income options contained in 
the contract. Policies may require read- 
justment to new conditions as the fam- 
ily’s situation alters and laws relating to 
taxation are changed. This, he said, is 
an extensive, complicated field, which 
can be adequately serviced only by the 
alert agent. 

The American agency system is one 
of the essential foundations of the life 
insurance structure which has had so 
profound an influence on the social and 
economic life of the nation, he said. 

“Our early leaders had the foresight 
to see that only through aggressive per- 
sonal salesmanship could life insurance 
fulfill its manifest destiny,” Mr. Hull 
said. “Without the agency system 
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America could not have been ‘informed’ 
of the services of life insurance.” The 
agent plays an important part in moti- 
vating people to overcome the tendency 
to procrastinate, he said. “Life insur- 
ance selling differs from other kinds of 
selling. Its objective is to persuade peo- 
ple to forego present enjoyment in re- 
turn for future benefits, which involves 
a high degree of altruism.” The agent 
must vividly portray to prospective 
policyholders the home being cleared of 


mortgage, debts due at death paid off | 


promptly, wife receiving a steady in- 
come, children completing their educa- 
tion; the family being held together af- 
ter the head has been called away. It 
is in the successful discharging of this 
function that agents have built the life 
insurance institution to so great a place 
in the economic and social structure. 


Vast Benefits Paid Out 


Mr. Hull in conclusion said the $110,- 
000,000,000 of life insurance in force at 
the end of this year, which is the largest 
amount ever held in United States legal 
reserve companies, is a monument to the 
high ideals, sense of trusteeship and 
ability of life companies and agents in 
discharging their function. The new in- 
surance placed by all companies in 1937 
will approximate $15,000,000,000, an in- 
crease of $700,000,000 over last year, and 
assets of old line companies of this coun- 
try now amount to $26,350,000,000, an 
increase of $1,600,000,000. This year the 
legal reserve life companies have paid 
out in ‘benefits approximately $2,400,- 
000,000, of which about 40 per cent was 
death claims and the total of all life 
company disbursements was more than 
$3,000,000,000, Mr. Hull said. 





Northern N. J. Congress 


Annual Gathering Will Be Held This 
Year in the Mutual Benefit Life 
Building Jan. 16 








NEWARK, N. J.—At a luncheon 
meeting it was announced by J. B. Mac- 
Whinney, first vice-president and chair- 
man of the sales congress committee 
that the annual sales congress would be 
held in Mutual Benefit building Jan. 14. 

The theme of the congress will be 
“Building Estates Through Life Insur- 
ance. C. P. Dawson, assistant agency 
manager of the W. H. Beers agency in 
New York City for the New England 
Mutual Life, will give a talk on “Locat- 
ing and Approaching Today’s Markets.” 
S. J. Foosaner, Newark attorney, will 
give a recapitulation on the series of 
talks given before the members of the 
association on “Business Insurance” the 
past two months by D. B. Maduro, New 
York City attorney. Other speakers will 
be R. B. Coolidge, superintendent of 
agencies of the Aetna Life, on “Pro- 
gramming” and Dr. W. E. Thornton, 
second vice-president and medical di- 
rector of the Lincoln National Life, on 
“The Medical Side of Underwriting.” 

At the luncheon, James Giffin, assist- 
ant agency manager of the Phoenix Mu- 
tual Life, will speak on “Men of Vision.” 

Mr. Maduro gave the final of a series 
of talks on “Business Insurance” laying 
particular stress on the business trust 
agreement, giving its purposes and its 
fundamental principles. It was an- 
nounced that the total membership was 
now 353, the largest since the inception 
of the association. Plans are under way 
to have in every public library in north- 
ern New Jersey where the population 
totals 25,000, a copy of “Life Insurance 
Speaks for Itself’ by President M. A. 
Linton of the Provident Mutual. 





Weissinger to Milwaukee 


W. C. Weissinger, agency director of 
the Fargo, N. D., branch of the New 
York Life for three years, has been pro- 
moted to a similar position in Milwau- 
kee branch. J. C. Hays, agency organ- 
izer in Minneapolis, will succeed him. 
Before going to Fargo, Mr. Weissinger 
was agency organizer at Omaha. 








Official Host 








GEORGES LA FRANCE, Quebec 


Georges La France, superintendent of 
insurance of Quebec, who succeeded in 
landing his city as the meeting place for 
the annual meeting of the National As- 
sociation of Insurance Commissioners, 
made a very excellent impression at the 
New York meeting of the commission- 
ers. He will be the official host when 
the commissioners meet in his city the 
week of June 13. Superintendent 
La France possesses a colorful and en- 
gaging personality. At the Jacques Car- 
tareis School for Teachers at Montreal. 
Mr. La France was awarded a diploma 
with the highest marks ever obtained at 
that time. He graduated with high 
honors from the Higher Commercial 
Studies Institute of Montreal. The pro- 
vincial government presented him with 





a scholarship and he studied actuarial 
mathematics at Edinburgh University, 
graduating in 1928. He became a lec- 
turer in the Higher Commercial Studies 
Institute and then joined the actuarial 
department of the Sun Life of Mon- 
treal, later becoming chief clerk. He 
resigned that position to become super- 
intendent of insurance of Quebec suc- 
ceeding the late B. S. Dugal. He is a 
popular man personally. 





Nebraska Institute Meeting 


The Insurance Institute of Nebraska 
held its third meeting of the season. In 
the absence of the president, E. H. 
Pakes, actuary of the Supreme Forest, 
Woodmen Circle, presided. Twenty-nine 
members and guests were present. Dr. 
W. H. Thompson, head of the depart- 
ment of psychology and philosophy at 
the University of Omaha, as well as 
director of child study service of the 
Omaha public school system, spoke on 
“Motivation of Labor or the Problem 
of Increasing the Output of Work.” In 
his address he mentioned several spe- 
cific fields in which he believed a trained 
psychologist could be of service to in- 
dustrial management. 





Supervisors Elect Officers 

NEWARK, N. J.—At the annual 
meeting of the Supervisors Association 
of Northern New Jersey, Otto E. Car- 
stens of the Travelers, was elected presi- 
dent. Other officers elected were: I. N. 
Relay, Mutual Life of New York, vice- 
president; C. A. Ross, Connecticut Mu- 
tual, secretary and treasurer. The fol- 
lowing were made chairman of the vari- 
ous committees; publicity, C. E. Hooper, 
Massachusetts Mutual; membership, W. 
E. Davies, and program, Paul H. Day, 
Jr. Following the election of officers 
John A. Ramsay, general agent at New- 
ark for the Connecticut Mutual and 
John Eliott, general agent of the Penn 
Mutual Life, gave brief talks on the 
work of a supervisor. 





Just a moment, Mr. Shakespeare 
...aren’t you mistaken in this case? 


’*T was Bill Shakespeare, we believe, who ventured the 
question and answer about “What’s in a name?”’—“A 
rose by any other name, etc.” 


As far as the Provident is concerned we are con- 
strained to believe that there is plenty in the name. 


In fact, here’s what Noah Webster found in it: 


ent mar + “Fs . tae 


- — Forecast 
pe a anciate ‘ing 


Policyholders and Field representatives have found the Provident 
“careful, frugal, thrifty” in their interests since 1887. 


PROVIDENT LIFE ana ACCIDENT 
INSURANCE COMPANY 


CHATTANOOGA - 





a etd a te, cvoctie came LY Ae 4-2," 
prov’i-dent (-dént), a. . providens, -entis, p. pr. of provi- 
dere: cf. F..provident. See pRovipg; cf. PRUDENT.] Provid- 
ing for future wants ; prudent in preparing for future exi- 
gencies ; cautious ; economical ; — sometimes with of ; as, 


a provident man; an animal ident of the future. 
: 4 careful, fru ‘ thrifty. See WImsE. 
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The Need 
of the General 
Agent 


. ». Isa selling plan for the 
new agent which (1) causes 
him to make money his first 
week (2) gives him the habit 
of many interviews each 
day (3) enables him to get 
cash with each application 
(4) discovers the prospect's 
life insurance needs. 


Believe it or not, we have 
such a plan. Address in- 
quiries to O. R. McAtee, 
Director of Agencies. 


REPUBLIC 

NATIONAL 

LIFE INSURANCE 
COMPANY 


“Registered Policy Protection” 
Home Office: 
Dallas, Texas 


THEO. P. BEASLEY 
President & General Manager 
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Open with Accident—sell your pros. 
pect an accident policy to get acquainted 
and pave the way to other sales. For sales 
suggestions read The Accident & Health Re- 
view, A-1946 Insurance Exchange, Chicago. 
Sample copy 10 cents. 








New President 








CLYDE P. JOHNSON, Cincinnati 


Clyde P. Johnson, vice-president and 
general counsel of the Western & South- 
ern Life of Cincinnati, who becomes 
president of the Association of Life In- 
surance Counsel, is one of the well 
known attorney executives and has taken 
a deep interest in the organization. 








Biesel Joins Patterson 
Agency as Unit Manager 





C. H. Biesel, former production man- 
ager of the H. R. Tompkins agency of 
Provident Mutual in New York City, 
has joined Lloyd Patterson of Massa- 
chusetts Mutual Life in New York City 
as a unit maanger. He was with the 
Tompkins agency from its opening about 
two years ago until Mr. Tompkins re- 
joined Connecticut General Life recently. 
Mr. Biesel is a University of Virginia 
graduate, class of 1933. Before joining 
Mr. Tompkins he was with Connecticut 
Mutual Life in New York City for three 
years. 


Kavanagh Speaks in Toronto 
TORONTO—Enmployers are giving 
less thought to the mechanics and more 
to the “humanics” of industry, said J. E. 
Kavanagh, vice-president Metropolitan 
Life, in an address here. Acceptance of 
responsibility by many firms has 
brought the day of industrial peace 
nearer, he said, adding: “When we will 
have a more equitable distribution of the 
rewards of industry, when the financial 
pinch that comes with sickness and acci- 
dent will be provided against, when the 
expense of hospitalization will be amply 
provided for, when provision for indem- 
nity will be made, when unemployment 
and old age shall be amply safeguarded, 
then we shall have taken care of the ma- 
jor hazards which confront and worry 
the worker.” 








Organize Westchester County 


The new Westchester County Life 
Underwriters Association, which takes 
in mainly suburban territory around 
New York City, has elected W. Leslie 
Radcliffe, Yonkers, president; C. B. 
Heartfield, White Plains, vice-president; 
Kirsten Kristensen, Yonkers, secretary; 
F, H. Elder, Tarrytown, treasurer. Di- 
rectors are W. A. Guindele, New Ro- 
chelle; H. E. Brown, Ossining; Curtis 
Deming, White Plains; F. H. Meyer, 
Yonkers; C. A. Egenolf, New Rochelle, 
and Walter Morgan, Mount Vernon. 
Agents in Putnam, Orange and Rock- 
land counties will be invited to become 








Three Pictures in 
Pearson’s Office— 
The Significance 





Sam C. Pearson of Kansas City, Mo., 
general agent Northwestern Mutual Life, 
has three photographs on the wall back 
of his desk that have a peculiar signifi- 
cance to him. They are those of Charles 
Dyer Norton, Charles Junod and Frank- 
lin Mann. After Mr. Pearson returned 
from Porto Rico in January, 1899, where 
he had served with the Third Illinois 
Infantry in the Spanish American war, 
his father who was a hardware merchant, 
desired him to follow in the footsteps 
of his own father and be a doctor. He 
planned for the son to go to Rush 
Medical College. However, Sam C. was 
not so enthusiastically inclined toward 
the medical side. Like almost all sol- 
diers returning home he desired a job 
rather than to go to college. 


Gets a Banking Position 


Therefore the son secured a position 
in the First National Bank of Ottawa, 
Ill., his home town. He remained there 
until the early part of 1906 when he was 
invited to go to Chicago and have a talk 
with Charles Dyer Norton, who was 
then general agent of the Northwestern 
Mutual, regarding life insurance. Mr. 
Norton had been at the home office and 
was sent to Chicago to be associate gen- 
eral agent with A. W. Kimball. At Mr. 
Kimball’s death Mr. Norton became 
sole general agent. He was one of the 
most brilliant figures of his day. Mr. 
Norton at that particular time was in- 
ducing a number of men out of banks to 
enter life insurance soliciting. Mr. Pear- 
son was not particularly impressed with 
the future in life insurance, gauging his 
opinion of. the life insurance men that 
he came in contact with in Ottawa. 
However, after a further talk with Mr. 
Norton he got a broader view of the 
business and concluded to go to Chi- 
cago and enter life insurance work. 
Mr. Pearson’s father felt that he was 
making a grave mistake. 


Mann and Junod’s Influence 


When Sam C. arrived in Chicago for 
his training he was turned over to 
Franklin Mann, then statistician in the 
Chicago agency. He received under him 
preliminary training and Mr. Pearson 
does not mince words in saying that the 
schooling was first class. 

Charles Junod was at that time field 
superintendent in the agency and he was 
sent to Ottawa to train Sam Pearson in 
the selling end of the business. Mr. 
Junod was considered one of the most 
dynamic men in the sales end of life in- 
surance that the Northwestern Mutual 
had. He gave a talk at one of the an- 
nual agency meetings in Milwaukee 
wherein he developed the idea of placing 
a value on human lives, one of the first 
to bring out this thought which has 
been since developed to a remarkable 
extent by Dr. S. S. Huebner. Mr. Junod 
and. Mr. Pearson became firm friends 
and worked together jointly for some- 
thing over two years. Mr. Pearson 
says: “I have always attributed the 
training of Mr. Mann and the joint sell- 
ing with Mr. Junod as the two out- 
standing factors that had to do with 
whatever little success I have made in 
life insurance.” 

Mr. Norton was appointed secretary 
to Franklin McVeagh, a Chicago whole- 
sale grocer, who became Secretary of 
the Treasury. Subsequently when Wil- 
liam Howard Taft was elected presi- 
dent Mr. Norton was made secretary 
to the president. Later he became vice- 
president of J. P. Morgan & Co. 

Mr. Junod and Mr. Mann were sent 
to Omaha in May, 1911, as general 
agents. Mr. Pearson was given his first 
general agency with the company at 
Joplin, Mo. Mr. Junod at the time of 








members. The association is connected 





—. 


the world war resigned and went t 
New York as vice-president of the At. 
lantic National Bank, he being a friend 
of Charles Kountz of that institution, 
Subsequently the Atlantic National Bank 
sold out to the Bank of America and 
Mr. Junod became vice-president. He 
died in December, 1925. Mr. Norton 
died just a few years previous to that 
time. Mr. Mann remained as general 
agent at Omaha and is still there jp 
working form. 

When Mr. Pearson was asked the spe. 
cial significance of the three pictures on 
his wall, he said: 

“The reason why these three men’s 
pictures hang in a group on the wall of 
my private office is because I use them 
with prospective agents in relating my 
own experience of how I got into the 
business, of how I was inspired, trained, 
and supervised. The Junod joint work 
experience is one I now use in a power- 
ful way, in inducing our men here, espe- 
cially the new ones, to see the impor- 
tance of joint work.” 





Durham Life Manager Dies 


D. C. Martin, district manager Ashe- 
ville, N. C., division Durham Life, died 
following an illness of three weeks. He 
had been with the Durham Life for 23 
years. 





Claim Association ’38 Meet 


The 1938 annual convention of the In- 
ternational Claim Association is to be 
held at White Sulphur Springs, W. Va., 
Sept. 12-14, the executive committee 
has decided. Another meeting of the 
executive committee is scheduled for 
February, 1938. 





Shows Gain Every Month 


The Pilot Life in November still kept 
unbroken its record of having made a 
gain of insurance in force every month 
in 1937. The gain for the year to date 
is $10,890,902, substantially over the en- 
tire 1936 increase and a gain of approx- 
imately $1,000,000 a month. Insurance 
in force is now $126,741,978, which is 
owned by over 150,000 policyholders. 

In the agency tournament and turkey 
hunt now in progress, Agency Manager 
Waddell has designated a home office 
captain for each division, the captains 
being Dr. H. F. Starr, vice-president 
and medical director; J. W. Carson, sec- 
retary; L. L. McAlister, agency secre- 
tary; W. L. Jessup, manager sales pro- 
motion and advertising; C. A. Outen, 
assistant superintendent of industrial 
division; Carey Friddle, director of per- 
sonnel and service of industrial division. 
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~ LEGAL RESERVE: FRATERNALS 
Oklahoma Tax Controversy assistant medical examiner in 1888 and 


Results in New Ruling 





OKLAHOMA CITY-—Commissioner 
Read may retain all records in the de- 
partment pertaining to fraternal insur- 
ance, and all such future records of the 
fraternal insurance board shall be kept 
in that office, the attorney- -general ruled 
in an opinion asked for by Commis- 
sioner Read. This came up in connec- 
tion with a fight precipitated about four 
years ago by the governor over taxes 
alleged due the state by fraternals, 
which flared anew at a meeting of the 
fraternal board recently. The issue is 
still alive although the Supreme court 
held the societies not liable for the taxes. 
Licenses of 28 fraternals recently were 
held up by the board, which ordered 
that suits be filed against the fraternals 
if they continued to operate in Okla- 
homa without license. This attitude 
caused ‘Mr. Read to resign from the 
board. He stated he did not propose 
to be a party to proceedings embarras- 
sing and harassing the societies, and he 
termed the board’s action unwarranted, 
arbitrary, and possibly even in contempt 
of court. 

Mr. Read said that while the tax suits 
were pending in state courts certain 
members of the fraternal board sought 
to prohibit the societies from operating 
in the state, the last such effort being 
made early in 1936, when Governor 
Marland reorganized ‘the board and ap- 
pointed on it J. D. Anderson, who is as- 
sociated with Creekmore Wallace, one 
of the attorneys who pushed the tax 
suits. The three members who voted to 
refuse the licenses were Clem Moran, 
Muskogee; Mrs. Lizzie West and J. D. 
Anderson, Oklahoma City. Anderson 
was elected to succeed Read as secre- 
tary. Application to cite the three mem- 
bers for contempt was filed in federal 
court, and set for hearing Jan. 10. The 
societies have not been officially advised 
by the new secretary of the order re- 
scinding their licenses. 





No Action on Fraternal Agents 


No action was taken on the plan of 
admitting agents of fraternals to the Na- 
tional Association of Life Underwriters 
at the trustees meeting in New York. 
The executive committee made no rec- 
ommendation for action. It was felt that 
it was not advisable to make a special 
classification for fraternal agents and 
that the extension of regular member- 
ship to them would not be satisfactory 
as the status of the fraternal agent varies 
in different states and in the various or- 
ganizations they represent. This makes 
it difficult to deal with fraternal agents 
as a group. 


Must Liquidate Local Funds 


A problem is created for several fra- 
ternals by the Illinois insurance code 
prohibition of benefit funds operated by 
local lodges. The local units of several 
societies, particularly the foreign lan- 
guage organizations, in the past have 
loaded the dues so as to provide some- 
thing for contribution to a local fund. 
These funds are rather loosely admin- 
istered. They may be used to pay the 
dues of members during sickness or to 
Provide some other rather informal 
benefit. Just how to liquidate these lo- 
cal funds equitably is quite a problem. 








Celebrate 50th Year 


The New England Order of Protec- 
tion, Boston, has been celebrating its 
50th anniversary. Its charter was 
granted Nov. 12, 1887. The only sur- 
vivor of the organizers is Dr. A. 
hase, medical examiner, chairman of 
the first committee appointed to pre- 
Pare a ritual and member of the first 
finance committee. He was clerk of the 
executive committee for a time, became 








was advanced to his present post in 
1891. 


Yetka Addresses Congress 


ST. PAUL—Commissioner Yetka of 
Minnesota, and J, A. O. Preus, Chicago 
insurance executive and a former Min- 
nesota commissioner, were speakers at 
the annual meeting of the Minnesota 
Fraternal Congress here. Others on the 
program were W. W. Gordon, Kansas 
City, director Modern Woodmen; N. J. 
Williams, Neenah, Wis., vice-president 
Equitable Reserve, and Ward Senn, 
Minneapolis insurance man. 


Cannon, Heaney in Florida 

Thomas H. Cannon, head of the 
Catholic Order of Foresters, Chicago, 
and T. R. Heaney, secretary, are spend- 
ing a few weeks in Miami Battle Creek, 
Miami, Fla. 











Ryan Is State Secretary 

D. F. Ryan, Milwaukee, state treas- 
urer Catholic Order of Foresters for 36 
years, has been appointed state secretary 
to fill the vacancy caused by death of 





L. P. Fox, Chilton, Wis., secretary for 
26 years. 
Powell Goes with Order 


A. C. Powell, former assistant man- 
ager for Canada of the Mutual Benefit 
Health & Accident, has been appointed 
field superintendent off the Canadian 
Order of Chosen Friends. This order 
has revised its constitution to enable it 
to launch a_ development program 
throughout the Dominion with its new 
insurance plans. 


Plan Change to Old Line 


The Union Saint-Joseph de Saint 
Hyacinthe, Quebec fraternal, is planning 
to incorporate as a mutual life company, 
according to notice published in the 
Quebec “Gazette,” official government 
pamphlet. The proposed company, to be 
known as La Survivance, will operate 
from Quebec. 











RECORDS 


Midwest Life—Gain of 57 percent in 
new issued business in first 11 months 
with an even larger percent gain thus 
far in December. Best production rec- 
ord in its 31 years expected in 1937. 

Lincoln National Life—Reports a 31 
per cent gain in paid business for No- 
vember. This is the largest monthly 
increase since June. Paid volume for 
November was $13,619,000 and for the 
year to Nov. 30, $142,344,000 an increase 
of 17.4 percent. 

Connecticut Mutual—November pro- 
duction was $9,429,836, 22 percent 
greater than for November last year. 
Paid production for the year is $87,483,- 
875, an increase of $8,015,183, or 10 per- 
cent over the first 11 months of 1936. 
Fifty-one agencies are ahead of last 
year. Insurance in force is at the high- 
est in history, standing at $976,762,387, 
increase $36,800,178 over the 1936 figure. 

Ohio State Life—Examined business in 
November greatly exceeded that of No- 
vember, 1936, and paid-for business 
gained 8 percent. Insurance in force 
increased more than $500,000 in Novem- 
ber. 

Shenandoah Life—In the November 
Président E. Lee Trinkle campaign all 
previous records were broken and last 
year’s sales were exceeded by 60 per- 
cent. The Roanoke, Va., agency led the 
special group, Knoxville, Tenn., group 
1, Columbia S. C. group 2. 


Bankers Life, Ia—The ten leading 
agencies to Dec. 1 on premium income, 








are: Des Moines, Chicago, Pittsburgh, 
Cedar Rapids, Indiana, New York, San 
Antonio, Madison, Spokane and San 
Francisco. Top ten sales men in the 
club years to Dec. 1 are: T. S. 
Reinhard, New York; J. H. Rowe, 
Chicago; H. M. Teare, "New York; Jo- 
seph Janciar, Pittsburgh; J. S. Smith, 
Chicago; B. H. Demarest, Grand Rap- 
ids; S. Bornstein, Seattle; W. H. Dep- 
pey, Cedar Rapids and D. M. Olswanger, 
Nashville. 


C.L.U. NEWS 


MARKET IS ACCURATE BAROMETER 


“From the viewpoint of business and 
business men, the current decline in 
stock prices means very clearly that 
danger threatens our traditional eco- 
nomic system,” said Dr. H. C. Sauvain, 
associate professor of finance Indiana 
University, told the Indianapolis C. 
L. U.’s 

“Well- intentioned talk to the effect 
that people should go about their busi- 
ness and ignore the stock market is 
based on fallacious reasoning,” said Dr. 
Sauvain. The stock market plays a very 
important role as a barometer of the 
hopes and fears of a usually well-in- 
formed group of business observers,” 
said Dr. Sauvain. “These men may be 
somewhat jittery, but their jitters result 
from their keen sensitiveness to business 
developments. They are seldom far 
wrong as to the business outlook. 

“We have been through periods of 
stock-market depression before,” he said, 
“but this time—in the current recession 
of the past several months—there is an 
important new element in the picture. 
The stock market has declined because 
of the recession in business and the un- 
favorable outlook for corporate earnings. 

“This in turn reflects the maladjust- 
ment created in our economic system by 
governmental efforts to influence or con- 
trol prices and costs. Even more impor- 
tant, it reflects widespread fear as to the 
future effects of these governmental 
policies.” 














TEXAS HAS 25 C. L. U.’s 


Texas has 25 resident chartered life 
underwriters. In addition, there are 41 
others who have already finished some 
part of the required examinations. They 
are distributed as follows: Houston 10; 
San Antonio 8; Fort Worth 7; Dallas 
6; El Paso 4; Waco 2; and Austin, 
Beaumont, New Braunfels each 1. 





P. C. Campbell, district manager at 
Danville, Pa., for Philadelphia Life, has 
completed 456 weeks of consecutive pro- 
duction. 





O. D. Douglas, San Antonio, Tex., 
president Texas Association of Life Un- 
derwriters, who was injured in an auto- 
mobile collision near Houston, is still 
confined to his home but expects to be 
back at his office in a short time. 





No Policies in State but 
Commissioner Can Control 





OKLAHOMA, CITY — A foreign 
mutual benefit that maintains its prin- 
cipal place of business in Oklahoma 
and issues policies only to non-residents 
is subject to the supervisory control of 
the insurance commissioner and may be 
enjoined by him from conducting such 
business for failure to comply with the 
state laws, the Oklahoma supreme court 
held in a case against the Mid-West 
Mutual Benefit Company brought by 
the assistant attorney general at the re- 
quest of the insurance commissioner. 

The defendant, organized under laws 
of Delaware, established offices in Tulsa, 
Okla., and proceeded to solicit business 
by mail from other states, but issued no 
policies to Oklahoma residents. For 
this reason it claimed exemption from 


compliance with the Oklahoma statutes. 














Stabihty — Safety 
Performance 
ASSETS 
$13,750,000.00 


CLAIMS PAID 
$1 16,000,000.00 


The Standard Life 
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GEO. R. ALLEN JOHN V. SEES 
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Secretary 
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there will be a new extra dividend at 





News ABOUT 


LIFE POLICIES 








New Policies, Premium Rates, Dividen 
in Policy Literature, Rate Books, ete. 


Digest” and “Little Gem,” Published Annually in May and March respectively. 


PRICE, $5.00 and $2.50 respectively. 


ds, Surrender Values, and all Changes 
Supplementing the “Unique Manual- 





Equitable Continues Scale 





New York Company to Maintain 1937 
Dividend Level Next Year—Excess 


Interest Scale the Same 





The Equitable Life of New York an- 
nounces that it will continue the same 
scale of dividends in 1938 under which 
apportionments were made in 1937 on 
ordinary policies and annuities. Under 
the continued scale the total amount to 
be paid in 1938 will exceed the total paid 
this year. For particular policies the divi- 
dend payable in 1938 will correspond to 
one more year of duration than in 1937. 

Inasmuch as the extra fifth-year divi- 
dend depends in part upon the dividend 
scale in effect in several past years, the 


the end of the fifth year in 1938 will dif- 
fer somewhat from those payable on cor- 
responding policies at the end of the fifth 
year in 1947. There will be slight differ- 
ences in any first year dividend appor- 
tioned to permanent policies issued in 
conversion of previous term policies. 

The scale of excess interest for 3 per- 
cent participating settlements of policy 
proceeds and for dividends on deposit is 
being continued. 


Scale for 1938 Continued 


The New York Life will continue 
its 1937 dividend scale for annual divi- 
dends on policies without double indem- 
nity or disability benefits, the change 
in scale coming in the quinquennial ex- 
tra dividends, which will be increased 
for the principal plans of insurance at 








actual dividends to be apportioned at 


the end of the tenth and 15th years while 
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the end of the 20th year. The rate on 
dividends left on deposit will be 3 per- 
cent. Interest on funds arising from 
policy proceeds issued prior to Jan. 1, 
1938, will be at the guaranteed rate. 
While the new dividends are declared 
only for the first quarter they will be 
continued during the rest of the year 
unless action to the contrary is taken. 





Connecticut General Life 


Revises Its Dividend Scale 


Connecticut General Life has an- 
nounced a revised dividend scale for 
participating policies, the net effect be- 
ing an increase on premium-paying pol- 
icies and a reduction on full-paid and 
single premium policies where the re- 
serve is substantial and interest is the 
major factor. There are also some re- 
ductions at extremely long durations 
on premium paying policies. Dividends 
left with the company will accumulate 
at 3% percent interest from the policy 
anniversary in 1938 until further notice. 








Mutual Life Fund $22,500,000 


The aggregate amount of dividends 
set aside by the trustees of Mutual Life 
of New York for 1938 dividends was 
$22,500,000 and not $20,500,000, as orig- 
inally reported, due to a typographical 
error. 





Bankers Mutual Life of Freeport, IIl., 
announces that, effective Jan. 1, it will 
cease to issue “low cost ordinary life 
policy” and “low cost 20-pay life policy” 
in units of less than $2,000. 





Big Pension Trust Case 
Is Written in Chicago 





(CONTINUED FROM PAGE 2) 


regular business at the same time. This 
explains, he said, why a number of 
agents who have tried this have wasted 
much time and suffered a falling off of 
their regular production, without clos- 
ing the pension trust case after all. 

The Lustgarten agency was one of the 
first in the country to write a pension 
trust plan—about three years ago when 
little was known generally about such 
a setup. Mr. Lustgarten states this week 
that case was the first of the type ac- 
cepted by the Equitable Society. Since 
then seven others have been handled, all 
being accepted. 
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News of Pacific 
Coast States 














Harding Takes Agency 


J. G. Harding has taken over the 
general agency of the Central Life As- 
surance in Portland, Ore. For three 
years he has been Oregon supervisor 
Connecticut Mutual. 


Dr. Anderson a Visitor 


Dr. K. W. Anderson, assistant medi- 
cal director Northwestern National Life, 
visited several days in Los Angeles with 
the southern California agency of H. D. 
Leslie, general agent. Dr. Anderson 
was on the Coast visiting agencies and 
consulting with medical examiners. He 
will be remembered by sports fans as a 
member of the champion Olympic team 
which participated at Stockholm sev- 
eral years ago. 


Dern Speaks on Coast 


A. L. Dern, vice-president and direc- 
tor of agencies Lincoln National Life, 
who has been touring the Pacific Coast 
field, spent two days in Los Angeles 
with the southern California agency of 








——= 





Toronto Agent ll ~ 
For Public Welfare Work 




















RALPH RAPHAEL 


In appreciation of his consistent and 
continued efforts in the welfare work in 
Toronto, Ralph Raphael of the Toronto 
“M” branch of the Manufacturers Life, 
was presented a new Dodge automobile 
by his friends. 

‘Mr. Raphael was the founder and first 
president of the Jewish Big Brother 
Movement in Toronto, president of 
B’Nai Brith and has been on the execu- 
tive committees of the Jewish Federation 
for Community Service and of a sum- 
mer camp for underprivileged boys. He 
has always been an ardent worker for 
the Jewish Child’s Welfare Board. 

Mr. Raphael joined the Manufacturers 
Life in 1931. Since his first year he has 
been a member of the Production Club. 
His second year renewal rates average 
95.7 percent for 1933-1936. For the lat- 
ter year his renewal rate was 100 per- 
cent. The prestige Mr. Raphael has 
built as a result of keen interest in com- 
munity affairs has had much to do with 
his success as an underwriter. 








Scott Agency to Celebrate 


About 125 persons are expected to at- 
tend a dinner Saturday evening of the 
D. J. Scott agency, Sun Life of Canada, 
in Chicago in celebration of the fact the 
Scott agency was winner in the eastern 
U. S. department in a production con- 
test this month. Those outside the city 
expected to attend include J. S. Ire- 
land, superintendent of agents eastern 
U. S. department, C. H. Heyl, superin- 
tendent of the newly created central di- 
vision, and Penny, director of 
agencies from the head office. In addi- 
tion there will be present L. V. Drury, 
Peoria, Ill., manager whose agency was 
second in the contest; W. M. Eastcott, 
manager Grand Rapids, Mich., his 
agency being third, and W. H. Atter- 
bury, Indianapolis manager. The Scott 
agency was leader in volume and pert- 
centage of quota. 








agency meeting was held at which Mr. 
Dern discussed business conditions and 
prospects. He also took up new sell- 
ing methods and expansion plans. Mr. 
Dern announced that new paid volume 
for the first ten months of 1937 in- 
creased 16.2 percent over the same pe- 
riod of last year. Indications are fav- 


orable for continued increases in 1938. 





Read The Heart Decides—a sales book 
that will show you how to improve your 
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Sales Possibilities Pointed 
Out to Mr. Chicagoan 








“Mr. Chicagoan,” who doubted the 
wisdom of his nephew entering the life 
insurance business, was sold on the sales 
possibilities of the business in a drama- 
tized Chicago Day program given by the 
Chicago Association of Life Underwrit- 
ers. The feature was so popular that 
an overflow performance had to be held. 
The total attendance was over 1200. 

With the title, “You Can Have Every- 
thing,” the program was divided into 
nine episodes, starting with the recruit- 
ing of Louis Behr, million dollar _pro- 
ducer of the Equitable Society, by E. B. 
Thurman, general agent New England 
Mutual. The progressive steps in train- 
ing Recruit Behr were concluded with 
a talk at an agency meeting by Expert 
Behr on “Estate Planning Sales Ap- 
proach.” 

President A. E. McKeough of the 
Chicago association introduced John H. 
Sherman, vice president of W. A. Alex- 
ander Co., Penn Mutual general 
agents, as Chicago Day chairman. Mr. 
Sherman said that insurance men know 
the excellent record of life insurance as 
an institution, but the public gets its 
main irapression of the business from 
agents, which necessitates better trained 
underwriters. There has been a con- 
sistent trend towurd higher standards 
in recent years 


Points Out Various 
Phases of Business 


Mr, Sherman, as commentator, point- 
ed out the various phases of the busi- 
ness to Bruce Parsons, general agent 
Mutual Benefit, who portrayed “Mr. 
Chicagoan.” All the talks were made 
on a stage with the settings portraying 
various scenes in an average life insur- 
ance agency. To answer “Mr. Chica- 
goan’s” criticism that if a man fails at 
everything else he turns to life insur- 
ance, Mr. Thurman as a general agent 
showed how inspection reports and 
other checks are made to determine the 
fitness of a prospective agent. In ex- 
plaining the possibilities in the life in- 
surance business to Mr. Behr, Mr. Thur- 
man said he was only seeking men who 
were looking for permanent connection 
for a lifetime career. The extent of a 
man’s success in life insurance depends 
entirely upon his ability and ambition. 
In addition to that a life insurance agent 
does constructive work by helping 
others, 


Permanent Institution 
Essential to Community 


Although life insurance is constantly 
changing its application, it is a perma- 
nent institution and is as essential to a 
community as churches and schools, said 
Mr. Thurman. Men who get into blind 
alleys in their jobs where promotion is 
slow and salary raises few, find that in 
life insurance a man can make as much 
money in proportion to his ability and 
effort. 

Berrien Tarrant, manager Canada 
Life, pointed out the prospecting funda- 
mentals to Recruit Behr. There is 
$40,000,000 of life insurance sold every 
day and it is up to the individual agent 
whether or not he sells his share of that 
business. Mr. Tarrant outlined the Behr 
Prospecting system. An agent starts 
with a list of 75 names and selects the 
50 best to call on by qualifying them as 
Prospects. A qualified prospect must 
have buying power, need, must be able 
to pass a physical examination and the 
agent must be able to get an interview. 

he original names can be secured by 
the nomination plan from centers of in- 
uence, personal friends, cold canvass, 





etc. Cold canvass is not recommended 
by Mr. Tarrant as the other methods 
provide sufficient prospects more effi- 
ciently. An agent’s success depends 
greatly on his ability to prospect, as 80 
percent of his time must be devoted to 
handling this problem. 

L. M. Buckley, supervisor Albritton 
agency Provident Mutual, provided the 
comic note by showing how an agent 
should not operate. Mr. Buckley called 
himself a telephone specialist and in 
a lackadaisical manner he attempted to 
secure interviews over the telephone. The 
only time he got enthusiastic was when 
he was able to close a date with the 
“swellest blonde west of the Alle- 
ghenies.” When Mr. Buckley was criti- 
cised because he hadn’t worn out a pair 
of shoes since he had been on the job, 
he countered with, “What about the 
pants?” 


Agent Must Earn | 
Privilege of Interview 


In discussing “Selling the Interview,” 
J. S. Braunig, assistant general agent 
Dingle agency Massachusetts Mutual, 
said the more opportunities the agent has 
to tell about life insurance, the more sales 
he will make. This means that he must get 
a high percentage of interviews from the 
calls he makes. The agent must earn 


the privilege of the interview by having 
some definite suggestion to make. He 
has no right to expect the prospect to 
grant him an interview just because he 
is a friend or a friend of a friend. If 
a man feels that there is a chance of 
receiving an idea of value to him, he 
will be glad to listen to a salesman for 
a few moments. 

The agent must consider that the 
prospect he is soliciting is constantly 
being called on by other agents, said 
Mr. Braunig. As a result, prospects 
have formulated standardized sales talks 
to get rid of the agent, based on the 
common objections, such as no money, 
is life insurance poor, etc. The prospect 
is prepared to get rid of the agent, so 
that unless the agent is just as well pre- 
pared, the prospect has the advantage. 
The agent must incorporate something 
in his approach to give the prospect an 
idea he will get something. Mr. Braunig 
recommends a two-call system, calling 
without an appointment to sell the inter- 
view. Mr. Braunig recommended an 
approach something like this: “May I 
have three minutes of your time to tell 
you about this insurance plan which is 
designed for living and not for dying? 
I am so enthusiastic about it I want to 
tell all my friends. All I want to know 
is your age, so that I can give you the 
correct data. Will you be free tomor- 
row morning or in the afternoon?” 

In selling the interview it is important 
that the agent restrict himself to the 
three minutes he has promised and does 
not attempt to sell anything. In this 
way he demonstrates that he keeps his 





(CONTINUED ON NEXT PAGE) 








Successful Prestige Plans 





CLEVELAND.—There are three 
steps in building prestige, said Kenil- 
worth H. Mathus of the Sales Research 
Bureau, in a talk to the Cleveland Life 
Underwriters Association. “First you 
must deserve; second, you can build it; 
and third, you must concentrate.” 

“It is difficult to measure prestige,” 
said Mr. Mathus, “but you know when 
you have it. It is best to confine your 
activities and not attempt to spread your 
prestige over too wide an area. You can 
cash in only on those who know about 
it. Many agents concentrate on prospect- 
ing in certain areas and with certain 
classes of people and they know their 
clientele well. Prestige can be built 
through acquaintance with leaders and 
men of influence in your territory.” 


Outlines Methods 


Mr. Mathus outlined several successful 
methods. One agent makes amateur 
movies and offers to show them before 
clubs and societies of different kinds; 
another acts as a basketball official at 
local sports events; a third receives the 
benefits of pictures and newspaper pub- 
licity given to his agency’s bowling 
team; another promotes a girls’ basket- 
ball team bearing the name of the 
agency on their suits. By taking the 
spotlight through such activities agents 
gain many friends and derive the bene- 
fits of a new prestige. 

Civic Activities 

In the field of civic activities one man 
gains prestige and favor by offering him- 
self as a pinch-hit speaker at luncheon 
meetings when other plans fall through. 
He is ready on short notice and they 
appreciate this. Thus he gains a favored 
position with the members of such 
groups. 

Another agent sends back hundreds of 
post cards to his prospects, clients and 
friends whenever he attends an out-of- 
town convention. 

Personal appearance is very important 
in building prestige. In one agency office 





a mirror was hung on the wall with a 
sign which said, “this is how you look 
to your prospects.” Nothing else was 
needed. 

Newspaper clippings about prospects 
have been used with good results. Some 
agents make it a practice to clip items 
about their prospects and paste them on 
cards, blotters, etc., and send or deliver 
them to the person concerned. It radi- 
ates a close personal thought and the 
people generally appreciate an extra 
copy of the clipping. 

Hobbies often provide effective medi- 
ums for prestige and increased acquaint- 
anceship. The person who plays a hobby 
hard and becomes an authority in that 
particular field is in a favored position. 
It is human nature to feel that an ex- 
pert in one field must be familiar with 
other fields also and the prestige is di- 
rectly applicable to insurance. People 
are always interested when you talk 
about their hobbies and the agent can 
cash in on these intimate relationships. 


Should Study Club 


Mr. Mathus stated that the life insur- 
ance man should deliberate on the clubs 
or organizations which he contemplates 
joining. He should consider the types 
and ages of members and the possibili- 
ties from an insurance standpoint. In 
short, he should know whether the or- 
ganization will be an asset or a liability. 
It is better to join a limited number of 
organizations and be active in those few. 
The agent must enter them with an un- 
selfish spirit and not try to cash in be- 
yond reason, 

Mr. Mathus suggested that every 
agent might wel! have a program of 
prestige building in 1938. He recom- 
mended a 12 column chart on which the 
monthly activities of the past should be 
noted as well as the activities to be un- 
dertaken during the coming year. 

First and second prize winners in the 
Cleveland letter writing contest were 
awarded to L. M. Slough and Hubert. 
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Direct Mail Program Is 
Advocated by Gamble 


Massachusetts Mutual agents are 
using direct mail advertising more ex- 
tensively. An all time high in its use was 
reached in November, according to Sen- 
eca M. Gamble, head of the home office 
direct mail department, who spoke to 
the Hughes agency in Chicago. Direct 
mail is not intended to replace the agent 
as a salesman but does help him to open 
the door, said Mr. Gamble. Use of di- 
rect mail helps the agent to organize 
his thoughts as he usually thinks about 
a prospect before sending him advertis- 
ing. It provides the agent with a work 
program as it placzs him under obliga- 
tion to follow a mang with a call. 

Direct mail is more desirable than 
sending personal letters, said Mr. Gam- 
ble. The time element has to be taken 
into consideration in selling and he esti- 
mates the agent can send out mailing 
pieces to 10 prospects in the time it takes 
him to write one personal letter. To 
prove that direct mail advertising pays 
well, Mr. Gamble cited the case of T. P 
Allen, Long Island agent, who sends 
direct mail to an average of 13 prospects 
a month and closes one out of three. 
In the last two years he has averaged 
$8.14 first year commission for each 
prospect. G. H. Schumacher, Cleveland 
agent, solicits older men and as a con- 
sequence secures larger policies. He has 
sent direct mail to 10 prospects a month 
in the last two years and closes one out 
of six, every name of his list making 
-him $27.86 in first year commissions. 

The use of direct mail in recruiting 
is also advocated by Mr. Gamble. Pros- 
pective agents are interested in two 
things—if they can make a living and 
what the general agent is going to do to 
help him. Direct mail is a powerful in- 
— in securing men of quality, he 
said. 

In considering the best type of direct 
mail, Mr. Gamble said that it is not 
especially serious if a piece of literature 
featuring an inappropriate approach is 
sent to the prospect. For example, if a 
mortgage approach is mailed and the 
man is more interested in providing an 
income for his family, he may object to 
the mortgage approach when the agent 
calls and say that he needs the other 
insurance more. In this way the pros- 
pect reveals his own need and admits 
it. 

Mr. Gamble spent three days with the 
Hughes and Dingle general agencies in 
Chicago and from there went to visit 
the Lackey agency at Detroit. 








Joint Work Gets Results 
for Detroit C. L. U. Men 


Joint work with agents having special- 
ized knowledge, particularly where the 
second man can be introduced as an ex- 
pert, is profitable, said F. A. McCartney, 
Equitable Society, before the Detroit 
Chartered Life Underwriters. 

Of Mr. McCartney’s last 100 cases 
26 were written individually and 74 were 
joint cases. The 26 individual cases to- 
taled $211,900, an average of $8,150 
per case. The 74 joint cases totaled $1,- 
448,700, an average of $15,520 per case. 
The largest personal case was for $30,- 
000; the largest joint case, $150,000. On 
all counts the analysis indicates that it 
pays to work jointly in the field. Mr. 
McCartney told how he and another 
agent introduced each other to their 
‘hard-to-close prospects as experts. Both 
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managed thus to sell many prospects 








28 


THE NATIONAL UNDERWRITER 


December 17, 4 ” 





that they had not succeeded in selling 
individually. 

D. O. Ryan, Equitable, told of a busi- 
ness insurance which he put over by 
calling in Mr. McCartney as consultant 
and expert. It resulted in a first-year 
commission of $600 for each agent. 

Staff Hudson, Aetna Life, said the 
original salesman should have at least 
one preliminary contact with the pros- 
pect before calling in the consultant. 
The salesman must have achieved some 
knowledge of the problems involved, 
have determined the need for a consult- 
ant, and the information necessary for a 
proper undérstanding of the case by the 
consultant prior to his introduction to 
the prospect. 


Give Consultant Build-up 


“The salesman should first of all give 
the consultant a good build-up to the 
prospect, letting it be known that he is 
a specialist in this particular field,” said 
Mr. Hudson. “In the joint interview, 
the salesman should defer to the con- 
sultant all the way through the inter- 
view as the ultimate authority on the 
question at hand. He should also ask 
the consultant questions, not because he 
wants to know the answers himself, but 
so the prospect will hear the answers 
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and so the prestige of the consultant will 
be enhanced. Casual reference should 
also be made to other cases closed by 
the consultant. 

“The consultant should act the part 
in everything he says and does and 
should use every device to get the pros- 
pect to ask him questions and to es- 
tablish a consulting atmosphere. The 
consultant should take the attitude ‘this 
is your problem, not mine.’ The con- 
sultant should not ask the prospect to 
buy. That is the job for the salesman.” 


Leave Case Open 


A. E. Lamble, Mutual Benefit, said 
the salesman must learn to know when 
to bring in a consultant on a case. Un- 
sold cases should be left open so that a 
consultant may be brought in if the con- 
ditions warrant it. At least 85 percent 
of Mr. Lamble’s work is joint. 

“Joint work has a tendency to stimu- 
late both the salesman and the consult- 
ant to work harder. It is essential, 
however, for the two agents on a joint 
case to have a thorough understanding 
on the division of the commission before 
the case is attempted. It is wise for the 
consultant to have an understanding that 
he is to share in the commission on a 
case on which he works whether the 
application is signed at the time of the 
interview or later. The consultant 
should have a split of the commission 
arising from the case and others that 
might grow out of it for a period of a 
year after the original joint interview.” 


Prospecting Real Job 


J. H. Kennedy, Equitable, pointed out 
that prospecting for any type of busi- 
ness is a real job which requires con- 
sistent work. When the prospect file 
begins to run low, it is a danger warn- 
ing. “Most of us are not conscious of 
the prospecting until it becomes acute,” 
he asserted. A definite part of each 
week, say two half days, should be spent 
at nothing else but prospecting. Such 
a program pays big dividends. 

Mr. Kennedy goes over his prospects 
around the first of the month. If he 
does not have at least 100 prospects on 
hand he gets busy. He adds policyhold- 
ers approaching the rate change and 
getting dividends and prospects that are 
referred to him. He always adds the 
names of some strangers who are usu- 
ally men making good money in organ- 
izations where he has policyholders. He 
gets as much information as possible 
about these strangers from his policy- 
holders and gets them to sign an intro- 
duction card. 


Sales Possibilities Pointed 
Out to Mr. Chicagoan 
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word and arouses the prospect’s curi- 
Osity. 

Various needs for life insurance were 
outlined by Harry G. Walters, assistant 
general agent of the Stumes & Loeb 
agency Penn Mutual, in discussing 
“Selling on the Basis of Need.” Insur- 
ance men are selling an intangible serv- 
ice—money for future delivery. The 
prospect has two types of needs, income 
and cash. For cash there are such 
things as cleanup fund, mortgage, stock 
retirement and partnership. There is 
income for old age, monthly income for 
families and educational income. In case 
of a man’s death his family will need 
cash to take care of hospital, doctor 
bills, instalments due on the car or fur- 
niture, charge accounts and current bills. 
Through income options he can relieve 
his family of all worry by providing 
them with a definite income. The life 
income plan is ideal, but when the insur- 
ance is limited, $100 a month for five 
years is better than $20 a month for 
life. With this readjustment income 
plan, the wife can gradually readjust her 
living in five years, but if she only gets 
$20 a month it won’t do much more 
than pay her carfare to and from work. 

Mr. Walters emphasized the fact that 
it is not good policy to ignore insurance 
buying trends. At the present time re- 





tirement income is popular and an agent 
should recognize it, Doctors are doing 
all they can to lengthen life, while eco- 
nomic conditions are shortening the 
earning period, he said. 

‘the good life insurance man must 
have a nose for situations just as a 
newspaper man has a nose for news. 
Men desirous of educating their chil- 
dren, buying a home, changes in posi- 
tion, marriages, births, etc., provide situ- 
ations which create the need for insur- 
ance. It is not the agent’s function to 
create the need but discover it. A pros- 
pect is not interested in a special policy, 
but he will buy a pension. He is not 
interested in rates but he will buy happi- 
ness, peace of mind or education for his 
children, said Mr. Walters. 


Chart Used in 
Retirement Income Sale 


A retirement income presentation sale 
was explained by Donald A. Nash of the 
Brennan agency Fidelity Mutual. He 
uses a chart in his approach. If the 
prospect is 30 years old, for example, he 
draws a life line across the top of the 
page from 30 to 65. He then lists the 
possible forms of investment—bank de- 
posits, bonds, stocks, mortgages, real 
estate, building and loans and gets the 
prospect to agree it will be difticult to 
get more than a 4 percent average return 
on his money from such investments. 
To provide an income of $135 a month, 
for example, it is necessary to create a 
capital of $40,500 on a 4 percent return. 
Mr. Nash then compares this with the 
life insurance plan, which not only will 
provide for old age but will protect that 
income if the insured is disabled and 
will provide income for his family if he 
dies. 

Mr. Behr as the prospect had a hard 
time making up his mind to this proposi- 
tion, although he recognized its merits, 
Mr. Walters attempted various closes, 
such as if you will need it next year, 
you need it now, Finally he used a 
close which met with a favorable re- 
sponse: “If you could hire a man at 
$40 a month who would earn $19,000 for 
you so you could have it when you were 
65, would you do it?” 


Key Man Insurance 
Important to Company 


Several different business insurance 
approaches were explained by A. W. 
Ormiston, Travelers. In many compa- 
nies there is a need for key man insur- 
ance which covers the most important 
man in the company and indemnifies the 
company against the loss of his services. 
If the executive in question has a selfish 
disposition and sees no advantage in the 
plan himself, the agent can get around 
that by employing the premium waiver 
plan. He asks the executive how long 
the organization would continue his sal- 
ary if he were permanently disabled. In 
most cases this would be for only a 
comparatively short period. However, 
if the company has a policy on which the 
premium is waived on account of dis- 
ability, they will be willing to agree to 
continue his salary in the form of an 
annuity based on the face value of the 
policy. 

Stock retirement insurance is a wise 
business safeguard, said Mr. Ormiston. 
Under the plan funds are provided to 
purchase the stock interest in the busi- 
ness from the estate of deceased, so as 
to continue the same management. 
While a business may be able to borrow 
money to buy out the interest of de- 
ceased stockholders, this may jeopardize 
the financial condition of an organization 
if it has limited capital and has to pay 
high interest rates. Retirement of inter- 
est in a partnership operates on the 
same basis. 


Prestige Is Important 
in Successful Selling 


Success in the long run depends a 
great deal on the prestige the agent 
builds, said R. W. Frank of the Caper- 
ton agency State Mutual. Mr. Frank 
specializes on the programming approach 
in order to give the prospect some in- 
formation about his insurance that he 
may not have had before. In many pro- 





grams no special provision has pee 
made for double indemnity benefits, 

is often possible to show the holder o 
several policies on which he is payjng 
semi-annual or quarterly premiums hoy 
he can adjust policies on the anny 
basis and save money. The amoupp 
saved is not as important as the fag 
that it builds prestige for the agent, said 
Mr, Frank. Suggestions are importapy 
in securing an “in” for the agent. The 
will approach is also effective, said Mr. 
Frank. He suggests that the prospeg 
see his lawyer in case he doesn’t hayg 
one. He warns the prospect againg 
being careless in selecting witnesses f 
his will as they should be permaneps 
people in the community so as to avoif) 
complications when the will is probated 
In getting the prospect to name the wit 
nesses Mr. Frank is able to pick up sey, 
eral good prospects. 

Before an agent is able to program 
man’s insurance and to audit his polj 
cies the agent must be able to establis} 
his right to talk. “There are more peo 
ple in Chicago who need the services of 
good life insurance men than there are 
good life insurance men to sell them," 
declared Mr. Frank. 


Behr Shows Prospect 
Sample Estate Program 


Mr. Behr demonstrated his program 
ming and estate planning sales method, 
He shows the prospect a sample pro 
gram, with a digest of policies, p 
miums, cash values and a projection of} 
what the insurance will accomplish 
The program is on three letterhead size 
pages which are all in one sheet, so the 
prospect may review the whole program/ 
without turning the pages. Mr. Behr 
says he places it on the desk to cover 
anything the prospect might have bees 
reading. He uses the preferred pros 
pecting approach: “Mr. Brown _ has 
recommended that you might be inter 
ested.” If the prospect says that he has: 
a friend in the business, Mr. Behr re 
plies that Mr. Brown also had a friend, 
He asks only for a brief interview and 
then goes over the sample program and 
secures information about the prospect's 
insurance. The prospect often asks 
questions and if he doesn’t Mr. Behr 
asks if he has various provisions such 
as the spendthrift clause, etc. In giving 
this information Mr. Behr gets the 
names and ages of dependents and their: 
needs in event of the prospect’s death, 
and the income the prospect wants 
his old age. The latter figure is usu 
about what the prospect makes at 
time, said Mr. Behr. 


Returns with Prospect’s 
Program on Second Call 


On the second call Mr. Behr returns 
with a program for the prospect made 
up on the same basis as the sample. He 
goes over the various points, just as if he 
hadn’t made the previous call. Then he 
says to the prospect: “I have no reason 
to think you should buy additional m- 
surance, but I would like to show you 
what additional insurance would do. 
The prospect may not buy the entire 
program, but he may be interested in ol 
age or educational provisions, monthly 
replacement income or some other phase 
of the program. 

Mr. Behr makes about two presenta 
tions a day, interests one and sells from 
75 to 90 percent of those interested. Ia 
approaching a secretary for an appoint 
ment, Mr. Behr asks, “Is Mr. Browl 
busy? Is this a good time to see him? 
Mr. Smith suggested I see him.” | In 
that way he keeps away from a direct 
turndown, finds out the information he 
wishes and establishes himself as 4 
friend of Mr. Smith of whom the 
may know. a 

Olivia Orth, insurance dramatist, dé 
rected the production. 


View Bank Plan 

A discussion of the Massachusetts 
savings bank insurance plan featured thé 
meeting of the Home Office Life Club 
Minneapolis and St. Paul. G. Graff and 
E. M. Heum spoke. ig 





